MITCHELL T. MELHAM 


On March 1, 1948 
Mitchell T. Melham 
began his agency activities 
with the friendly Franklin. 
Seven months later his 
personal sales totaled over 
One Million Dollars. 

In September, 1949 

he was appointed 
Regional Sales Director 
in Pittsburgh. Only one 
active representative 
operated in that district. In 
1950, under his leadership, 
paid volume from the 
Pittsburgh Division 
soared to $5,000,000. 

In the first nine months 
of 1951 it reached 
$5,228,439 

Here is a record of his 
earnings since becoming 
a Franklinite: 


1948—9 months $14,471.76 
1999 . . . 23,226.68 
1950 . . °°. 36,921.72 
1951—9 months 41,199.67 


FIRAN RIE 


CHAS. E. BECKER, PRESIDENT 


FreoNATIONAL, 
| UNDERWRITER 


Lige Insurance Edition 


I found a new joy 
in Life Insurance work! 


Mr. Chas. E. Becker, President 


The Franklin Life Insurance Company 
Springfield, Illinois 
Dear President Becker: 

I cannot resist telling you that since. associating 
myself with the friendly Franklin less than four years 
ago (after more than 17 years with one of the large 
eastern companies) I have taken a new lease on life. 
I have experienced a new joy in life insurance work. 
After 17 years of selling to people with negative 
attitudes and continuous sales resistance, I now 
find prospects enthusiastically receptive to the 
Franklin’s exclusive plans. 

As you know, I was fortunate enough to pay for 
over a million dollars of new business in my first 
seven months with Franklin. My income in my first 
year with you actually doubled my best year in my 
previous connection. My next year’s income with 
Franklin increased an additional 50%, as did the next. 
This year my earnings will be substantially greater. 
Needless to say I can attribute this primarily to your 
wonderful exclusive contracts. My associates and I 
sell practically nothing else. 

The friendly Franklin has given me opportunities 
for happiness and success that I could never have 
found elsewhere. And I want you to know how 
grateful I am, 

Sincerely, 
/s/ Mitchell T. Melham 


1 INSURANCE 
COMPANY 
SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over A Billion Dollars Of Insurance In Force 
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Bill D. is 
no plastic 
surgeon, 


BUT... 


: | Bill D. wouldn’t know a scalpel from a speculum, 
. but he’s an expert at lifting a worried look off a 
face and replacing it with one of contentment. 
For Bill, you see, is an Equitable Society rep- 
resentative. And over a long period of years 
he’s studied how to change the complexions of 
lots of things— 











HE'S HELPED EMPLOYERS gain the loyalty and 
friendship .of their workers with Equitable 
Group Insurance. 

HE’S HELPED HOME OWNERS pay off their mort- 
gages with the Assured Home Ownership 
Plan. 

HE’S HELPED FATHERS Send their children through 
school and make the futures of their fam- 
ilies safe. 


His experience has taught Bill that the right 
medicine to produce a carefree grin is the right 
Equitable policy. And perhaps that’s why he’s 
so happy with his work. 

For day after day he performs a service to 
his community that helps make it a better place 
to live in. Yes, though Bill D’s not a medical man, 
scores of folks in town will tell you—his advice 
on insurance is “just what the doctor ordered”’. 









One of a series of advertisements illustrating how a rep- 
resentative of The Equitable Life Assurance Society serves 
his community by selling life insurance. 
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LISTEN TO “THIS IS YOUR FBI”... official crime-prevention . 
broadcasts from the files of the Federal Bureau of Inves- 
tigation...another public-service contribution sponsored 


in his community by The Equitable Society Representative. ye 
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Committee Hammers 
Cost Question at 
Sec. 213 Hearing 


Polite But Insistent; 
Concerned at Exaggerated 
Estimates in Daily Press 


By ROBERT B. MITCHELL 


NEW YORK—“‘How much will it 
cost the policyholders?” was the ques- 
tion that the Condon committee of the 
New York legislature kept throwing at 
witness after witness at its two-day 
hearing here on the proposal to mod- 
ernize New York’s antiquated expense 
limitation statute. 

The questioners, particularly Senator 
Friedman of Brooklyn, kept referring 
to an article earlier in the week in the 
New York World-Telegram & Sun that 
quoted unidentified but allegedly author- 
itative sources to the effect that the 
proposed change would cost New York 
state’s policyholders around $20 million 
a year and perhaps as much as $70 
million. 


Willing to Be Convinced 


The committee was quite willing to 
be convinced that this was a grossly 
exaggerated estimate but they wanted 
somebody on the company or agents’ 
side of the fence to come up with some 
kind of estimate as to what the increase 
might be expected to amount to. 

Obviously, the committee members 
were thinking of future headlines even 
more sensational than the Telegram’s. 
Like maybe, “Solons OK Gouge by 
Risk Firms.” It was obvious that they 
wanted not only a surmise as to the 
probable increase in cost, if any, but 
some supporting figures that could be 
defended as soundly based. 

None of the insurance people were at 
all keen to get out on this particular 
limb. The obvious reason, of course, was 
that so many different factors are in- 
volved that not even the seventh son 
of a seventh son, gazing into a souped- 
up crystal ball, could pretend to make 
any sort of accurate prediction, par- 
ticularly if he had to give accurate fig- 
ures to back it up. 


Bleakley, Friedman Quizmasters 


At the opening session, Senator Fried- 
man and the committee’s counsel, Paul 
L Bleakley, did most of the question- 
ing. Friedman, who has long served on 
legislative insurance committees, and has 


on occasion taken an extremely tough 


attitude, was notably courteous and 
sympathetic in his questioning. 

Nevertheless, he kept coming back 
Tepeatedly to the question of how much 
It would probably cost the policyhold- 
ets. He didn’t want to discuss the 


‘Teasonableness of a proposed increase 


m cost or in compensation until he 
Was given some idea of how much the 
cost would be, if any. At the same time, 
he acted as if he would be quite sympa- 
thetic toward a reasonable increase in 
Compensation to agents and in expense 
mits for companies, especially the 
smaller ones, even though it might 
mean a moderate increase in cost to 
the public. 
No representative of the New York 
department testified, but the department 
(CONTINUED ON PAGE 26) 


DRAFT TENTATIVE 


AGREEMENT 


ON WAR CATASTROPHE POOLING 





With the drafting of a tentative form 
of pooling agreement to cover the war 
catastrophe death hazard, the life in- 
surance companies have taken the first 
formal step in setting up a program to 
protect against possible loss from atomic 
bombing or other enemy action which 
might take a heavy toll of civilian lives 
within the U. S. or its possessions. 

The agreement form has gone to a 
number of company heads for their 
study and comment and the plan was 
presented Tuesday to the life committee 
of National Assn. of Insurance Com- 
missioners, for their consideration in 
principle by Ray Murphy of Equitable 
Society and chairman of the committee. 
The plan was formulated as a result 
of more than a year’s work under the 
auspices of the joint committee on war 
problems of Life Insurance Assn. of 
America and American Life Convention. 
It would spread the losses incurred by 
such acts of war, up to a specified limit, 
among the subscribing companies in 
proportion to their volume of risks 
within the home area. 


Murphy Explains Plan 


“The plan does not provide a means 
of meeting death claims in the event of 
widespread atomic bombing which dev- 
astates the country,” Mr. Murphy said. 
“No means can be provided for a condi- 
tion of general chaos that would sepa- 
rate the life companies from the fate of 
the general economy. The plan has 
been devised, however, to give a 
greater action, without recourse to gov- 
ernment, in case of a more limited 
tragedy.” 

It is estimated by the committee that 
possible catastrophe claims of $1,250,- 
000,000 annually, in addition to normal 
losses, might be shared through the pool 
as proposed, if practically all companies 
in the country cooperate in it. It is esti- 





At the N.A.L.C. plenary session Wed- 
nesday afternoon a_ resolution was 
adopted expressing general approval of 
the pooling agreement proposal relating 
to possible effects of atomic warfare on 
the life companies mortality experience 
submitted by the joint industry com- 
mittee on war problems, provided how- 
ever that this expression shall not be 
construed as passing upon detailed 
problems relating to authority or pro- 
cedure for possible participation by 
companies. 





mated that this would probably cover 
some 400,000 policyholder deaths annu- 
ally and that would probably reflect 
total civilian catastrophe deaths of about 
800,000 annually. 

Under the pooling agreement as ap- 
proved by the committee, three separate 
pools are set up to cover separately 
ordinary life insurance, group life, and 
industrial. Each plan has its particular 
problems and the special risk is kept on 
a common basis by those participating 
in each pool. 

The plan would become effective at 
a date to be decided by the presidents 
of the two associations, provided 100 or 
more companies have signed and a sub- 
stantial part of the insurance in force is 
represented by the signatory companies. 


Governing Committee to Be Named 


A governing committee of 12 would 
be appointed jointly by the two associa- 
tions, made up of high executives - of 
signatory companies which are mem- 
bers of the associations. This commit- 
tee will govern the pool and will act as 
a board of arbitration with respect to 
any possible claims. A pool manager 
would be named to actively direct oper- 


ations. 

_ The pooling agreement itself, when it 
is in final form, as it will be shortly, 
must still be approved by the governing 
bodies of the two associations before it 
is presented to the individual companies 
for their final decisions whether to par- 
ticipate in it. 

Mr. Murphy said it is proposed that 
the maximum obligation of a suwbscrib- 
ing company would be to pay over to 
the pool an amount of $5 per thousand 
on net amount at risk. That amount 
was selected because of the 500 odd life 
companies in the country only four 
do not have that much surplus in rela- 
tion to insurance in force. If $10 or 
$15 were used, it would overreach the 
surplus of many companies. 

Fischer of Iowa inquired whether this 
is something on which N.A.I.C. should 
take action. Mr. Murphy vouchsafed 
that the commissioners at least should 
say that they can find no reason why 
the companies should not proceed to 
organize this plan. A company that 
might be hesitating ‘might well be 
swayed to sign up if its home state 
commissioner was constructively dis- 
posed toward the idea. 

C. F. J. Harrington, former Massa- 
chusetts commissioner, speaking as a 
policyholder, praised the companies for 
this manifestation of private responsi- 
bility in tackling a major problem with- 
out recourse to government aid. 

Gaffney of New Jersey also com- 
mended the undertaking, saying it shows 
a splendid effort partially to meet what 
may prove to be a dreadful emergency. 


Plan Previewed by Glenn 


The previous day Henry Glenn of 
Life Insurance Assn. of America gave 
the war clause subcommittee a pre- 
view of the Murphy committee plan. At 
the same time he entered a plea for a 
revision of the statement of principles 
on war clauses so as to eliminate the 
home area concept from the result type 
of war clause, and that consideration be 
given to a recommendation to the states 
for approval of civilian war exclusion 
riders to be incorporated in newly issue 
policies and for statutory changes to 
permit this. He pointed out that the 
destructive force of modern warfare if 
employed within the confines of this 
country might result in mass destruction 
of the civilian population and in incur- 
ring of liabilities which are not contem- 
plated by the premiums charged and are 
incapable of calculation according to 
actuarial principles. 

The subcommittee voted to recom- 
mend the war clause revision requested 
by Mr. Glenn. It said it recognizes 
that “where death results from war or 
an act of war there is no real difference 
in’ the war hazard, whether death occurs 
outside the home area or within the 
home area.” 

The maximum yearly contribution of 
any company would be $5 per $1,000 
of net amount at risk, that is, the face 

(CONTINUED ON PAGE 28) 





Full Text of Section 
213 Revision Presented 


Because of the widespread in- 
terest in the proposed revision of 
section 213, the expense limitation 
section of the New York insur- 
ance law, The National Under- 
writer this week is printing the 
full text of the proposed article 
IX-F that the companies’ com- 
mittee has drafted to supersede 
section 213. It is on page 2. 





Much Solid Work 
Done by N.A.I.C. at 
New York Meeting 


Life Companies’ Atomic 
Pool Gets Limelight: to 
Vote in Closed Session 


By LEVERING CARTWRIGHT 


NEW YORK—The midwinter meet- 
ing of National Assn. of Insurance 
Commissioners was brought to a close 
Wednesday after four days of solid 
business-like deliberations. There was 
an absence of fire- 
works or of any 
consuming or pre- 
dominant topic or 
issue. However, the 
convention did 
make some daily 
newspaper head- 
lines on the ten- 
tative proposal of 
the life companies 
to commit them- 
selves to a pooling 
scheme intended to 
diffuse the fiscal 
blow of atomic de- 
struction of human 
life, and on the luncheon speech Tues- 
day of Lewis Douglas, chairman of Mu- 
tual Life, warning that our anxiety to 
become invulnerable to danger from 
without may impair the sources from 
which our strength is derived. 

The present commissioners constitute 
a matter-of-fact, sobersides crop, com- 
petent, attentive to the task at hand, but 
lacking in imaginative drive to drama- 
tize problems and create new supervis- 
ory goals. They are longer on ears than 
on tongue and as result the committee 
sessions move along decisively and 
quickly if not with sparkle and accent. 

The camp followers are henceforth, it 
appears, going to be deprived of the 
show that accompanies the occasional 
balloting on a supercharged issue, for, 
on motion of Allyn of Connecticut, the 
association decided hereafter to do its 
voting in executive session. N.A.I.C. 
appears to be on the verge of overhaul- 
ing its procedure in several ways. There 
were some discussions at New York that 
point in this direction. 

Sunday has now become a regular, 
full working convention day in the 
scheme of things. It used to be a day 
for hanging around with feet on the 
ground, the executive committee hold- 
ing a brief session in the afternoon, and 
then cocktails, etc., but this time were 
four committee sessions in the morning 
and as many in the afternoon. 

Besides the luncheon Tuesday for 
the entire group plus a large turnout of 
New Yorkers. There was a _ smaller 
luncheon gathering Monday of Passe 
Club International, this being the lodge 
of former commissioners that is care- 
fully nurtured by M. J. Harrison of 
Little Rock, the celebrated receiver of 
Better Way Life, who is president of 
Passe, and by Howard Brace of Occi- 
dental Life of California, permanent in- 
ternational supreme secretary of Passe. 
Mr. Brace gave a particularly chop 
licking report because 1951 has been 
Passe’s banner year with 15 official 
heads having fallen. C. C. Fraizer of 
H. & A. Underwriters Conference was 

(CONTINUED ON PAGE 19) 
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Full Text of New Draft of 
Section 213 Revision Given 


NEW YORK—Because of the wide- 
spread interest in the proposed revision 
of New York’s expense limitation stat- 
ute, THE NATIONAL UNDERWRITER is 
printing herewith the full text of the 
draft bill prepared by the joint commit- 
tee of Life Insurance Assn. of America 
and American Life Convention, headed 
by President James A McLain of Guar- 
dian Life. It has been tentatively des- 
ignated section IX-F and would take 
the place of present section 213. 

In the March 9, 1951, issue, THE 
NATIONAL UNDERWRITER printed the full 
text of senate introductory bill 2257, 
which was introduced in the New York 
legislature by Senator Condon of Yonk- 
ers, chairman: of the joint legislative 
committee having jurisdiction over the 
revision of section 213. That bill was 
based on the companies’ draft submitted 
the previous September but with an ad- 
ditional provision for security benefits 
over and above the commission limita- 
tion to soliciting agents. 


Sponsored by N.A.L.U. 


The bill was introduced at the instance 
of National Assn. of Life Underwriters. 
While it was introduced so close to ad- 
journment that it was known there would 
be.no chance of its being acted upon, 
the bill served to focus attention on the 
proposal and to get’it in the works for 
the 1952 legislative session. : 

The version which the companies’ 
committee submitted at the Condon com- 
mittee meeting last week in New York 
City on section 213 revision contains 
quite a few changes from the Septem- 
ber, 1950, version although most of 
the changes are minor. Like the com- 
panies’ earlier version, it contains no 
specific security benefits provision. 
Some of these changes are these: 

The word “agent” has been replaced 
by “person located in an agency office” 
in order to make the definition of 
“agency manager” include the rare case 
of an agency manager who is not a 
licensed agent. 


Limit on Old Contracts 


Old contracts with agents of com- 
panies not previously licensed in New 
York but entering the state under arti- 
cle IX-F’s provision can continue in 
effect even though they do not comply 
with article IX-F but if an agent with 
such a contract becomes licensed in New 
York he will be subject to the New 
York limits. 

In section 302 of the proposed law, 
covering evidence to be submitted when 
approval is sought for a new compen- 
sation plan for agents, wording has been 
added to require such evidence to be 
compiled in a manner satisfactory to the 
insurance sueprintendent and to state 
what must be included in the evidence. 

Where the words “six-tenths” are 
shown in subsection 3 of section 302 
the figure was formerly “two-thirds.” 

The limit on individual renewal com- 
missions has been changed from 20% to 
15%, with the superintendent being giv- 
en authority to permit a company to 
exceed the 15%, limit. Limits on com- 
missions for the first two years and 
the first three years of a policy have 
been added. 


FIRST COMMISSIONS 








In subsection 7 of section 302 the 
first-year commission limit has been 
changed from 55% of first year pre- 
miums to 55%! less 20% of the excess 
over the whole life premium. 

There is a new provision prohibiting 
increases in compensation on policies is- 
sued before the effective date of article 
IX-F without the department’s approval. 
The superintendent would be allowed to 
take into account the limits established 
by present section 213 in considering 


eereeeeennneeeee 


the approval of such increases. 

The new draft makes it clear that in- 
creases in compensation may be paid 
with respect to any agent only on poli- 
cies written or currently serviced by 
him. It has been made inapplicable to 
monthly debit policies since they are 
covered in other sections of the article. 

Agency expenses have been broad- 
ened to include loans and advances to 
agency manager (as distinguished from 
loans and advances to agents) and spe- 
cial payments with respect to military 
service of agents and of all persons 
whose compensation is treated as agency 
expense. 

The earlier IX-F draft provided that 
as an alternative criterion for general 
expenses a company could use the gen- 
eral expenses of the current year and 
the two preceding years. The new 
draft changes this to the current year 
and preceding year. 


Limit on Relief Provision 


Wording has been added to make the 
relief provision of section 305 available 
only if the superintendent is satisfied 
that the business of a company is being 
properly and economically conducted. A 
new paragraph permits the superintend- 
ent to waive the amount by which the 
company’s expenses have exceeded this 
expense limit during the first year of 
the two-year period involved. 

The new draft adds a penalty section 
(307) which provides that any person 
who willfully violates the provision of 
article IX-F shall, in addition to all 
other penalties provided by law, be 
liable for a penalty not to exceed $1,000 
for each violation. 

THE NATIONAL UNDERWRITER suggests 


that because the revision of section 213 sions, death benefits, 


will be much in the news, readers who 
are interested clip out the text and 
save it for future reference. 


$300. Application of Article 


This article shall apply to the business 
of life insurance and annuities as speci- 
fied in paragraphs one and two of sec- 
tion 46 excluding (1) industrial life in- 
surance, (2) group life insurance, (3) 
group annuities and (4) monthly debit 
life insurance issued after Dec. 31, 1938, 
in amounts of less than $1,000, except 
that sections 301 and 302 shall apply to 
such monthly debit life insurance other 
than industrial life insurance. 


8301. Definitions and Special Provisions 


1. Wherever used in this article the 
following terms shall have the following 
meanings, unless the context otherwise 
requires: 

(a) “Agent” shall mean an insurance 
agent as defined in section 110 or an in- 
surance broker as defined in section 111. 

(b) “Agency manager” shall mean a 
person located in an agency office who 
supervises agents or has the right to ap- 
point them, whether or not such appoint- 
ments are subject to the approval of the 
company. 

(c) “Agency office” shall mean an office 
other than a home office, the principal 
activities of which are the sale of insur- 
ance, service to policyholders, or collec- 
tion of premiums. Regional home offices 
and foreign offices shall be considered 
agency offices only to the extent that 
they perform functions which are cus- 
tomarily performed in the agency offices 
of the company. 

(d) “Commuted value” shall mean the 
value at the commencement of an insur- 
ance policy or annuity contract, unless 
some other time is indicated, of a present 
or future payment, or a series of such 
payments. 

(e) “Company” shall mean a domestic 
life insurance company, a foreign life in- 
surance company doing other than a re- 
insurance business in ‘this state, or the 
United States branch of an alien life in- 
surance company doing other than a re- 
insurance business in this state. 

(f) “Debit insurance” shall mean life 
insurance with premiums payable 
monthly or more frequently normally 
collectible by an agency force organized 
to make systematic’ house to house col- 
lection of premiums. 

(g) “Premium” shall mean any consid- 
eration charged for an insurance policy. 

(h) “Security benefits” shall mean pen- 
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Congratulations. 


Institute of Life Insurance 
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Commonwealth extends heartiest congratulations 
and sincere good wishes to Holgar Johnson and The 
Institute of Life Insurance as this organization con- 
venes for its annual meeting in New York City. 


The excellent advertisements which appear in local 
newspapers plus the useful information released to 
schools, publications, and companies have done much 
to make the insuring public conscious of the impor- 
tant role that life insurance plays in our national 


economy. 


Institutional messages and newsworthy 


Statistics about life insurance, coming from an au- 
thoritative source of information, are a valuable serv- 
ice to every company and every underwriter. 


The Institute of Life Insurance is truly one of the 
outstanding public relations organizations in America. 
We are indeed fortunate in having the capable serv- 


ices of Mr. 
all of us. 
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Johnson and the Institute working for 


INSURANCE IN FORCE, NOV. 1, 1951 — $528,579,339 


COMMONWEALTH 


Life Insurance Company 


HOME OFFICE © LOUISVILLE, KY. 
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accident and he 
benefits and similar benefits provided 
the company whether by insurance 
otherwise. The “cost” 
any calendar year shall mean: 
case of nen-contractual benefits, the 
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‘ttractual benefits, the current annual ¢ 
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any, of providing for benefits based’ 
service for the current year. 

(i) “Stipulated payment” 
any consideration charged for 
contract. 


Special Rules 
2. For the purposes of this article 
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upon service as an agency mana ohn 
distinguished from compensation coe : 
curity benefits, if any, paid to or pro.) P 
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his service as an agent; He 
Prohibition Includes Agreements and r. 
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shall include any agreement to perform mi 
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but to all persons acting on its behalf or 
under any agreement with it or with it] 
permission; 

(f) wherever the amount of insurane| At 
is referred to, it shall not include th | afternc 
amount of any benefits payable only fy subcon 
the event of the insured’s disablement or 
only in the event of the insured’s death duced 
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be taken as the amount provided by the| Michig 
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3. No company shall pay for procuring] this line 
an application for a policy or annuity 
contract, for collecting any premium o| Reexam 
stipulated payment thereon or for 
other service performed in connectia Reexa 

erew any compensation greater i 
that which has been determined by tea line 
agreement in writing made in advance ot} 2451S, a: 
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New Scrutiny of 
Group A. & H. by 
N.A.1.C. Sought 


Especial Attention to 
Need for Contingency 
Reserves Urged 


NEW YORK—An appeal to N.A.I.C. 
to put the supervisory glass on the 
goings on in the group A. & H. field 
and to focus on the question of the 
advisability of prescribing more definite 
contingency reserves for such business 
was made here Tuesday morning by 
Victor A. Lutnicki, associate counsel of 
John Hancock Mutual Life. He made 
the presentation at the meeting of the 
N.A.LC. life committee. 

He emphasized at the outset the size 
and rate of growth of group A 
to indicate how serious the problem can 
be. During the past 10 years group 
A. & H. writings have gone up from 
$80 million to $600 million. Prior to that 
period the life companies looked on 
A. & H. as a by-product of their group 





At the plenary session Wednesday 
afternoon it was decided to appoint a 
subcommittee to ponder matters intro- 
duced by Mr. Lutnicki, consisting of 
Bohlinger of New York, chairman; 
Allyn of Connecticut and Navarre of 
Michigan. They are to report in June. 





life activity but last year for the first 
time group A. & H. premiums written 
by life companies exceeded their group 
life premium income. Group A. & H. 
now constitutes a very significant part 
of the premium income and the total 
risk insured by the companies writing 
this line. 


Reexamination Is in Order 


Reexamination of this as an independ- 
ent line on an entirely self-supporting 
basis, and with adequate provision for 
abnormal experience, is in order. Com- 
pulsory A. & H. proposals have chal- 
lenged the industry to demonstrate its 
ability to fully serve this need or sur- 
render its responsibility to the govern- 
ment. It is to the credit of the industry 
that in response to this challenge, more 
and more companies are entering the 
field and all companies are experiment- 
ing with new techniques for more com- 
pletely covering the risks. The entrance 
of new companies into this field creates 
flew pressures within the business and 
extensive experimental operations create 
new contingencies that have yet to be 
tested by experience. 

Mention should be made, he said, of 
the new and unfamiliar contingencies 
Presented by state compulsory cash 
sickness laws. For example, the ex- 
tension of coverage thereunder to the 
unemployed disabled involves elements 

unemployment insurance. These pres- 
sures and contingencies are deserving of 
careful attention if the needs of the 
current situation are to be met entirely 
from within this line of business and 
are not to be passed on to other lines 
of business in instances where such a 
transfer would be improper. 


Rearmament and Inflation 


Rearmament and_ the _ inflationary 
spiral is having a marked effect on group 
& H. gain and loss figures. Rearma- 
ment is bringing a large number of 
temporary and submarginal workers 
into employment. The morbidity expe- 


tiny lence on these groups during the last 


War was considerably above normal. A 
Tecurrence of this bad experience can 
(CONTINUED ON PAGE 28) 





Consider Moving 
N.A.L.U. Offices 


Further consideration of the question 
of relocating the headquarters of Na- 
tional Assn. of Life Underwriters is 
reported to be on the agenda for the 
meeting of the N. A. L. U. executive 
committee that is scheduled for next 
Tuesday. 

The weight of opinion appears to be 
swinging more and more toward: keep- 
ing the headquarters in the New York 
City area but moving to a suburban lo- 
cation from the present site in midtown 
New York. 

The executive committee consists of 
the association’s four elected officers, 
the immediate past president, and the 
managing director. 





Most of Examination Manual 
Revision Report Approved 


NEW YORK—The examinations 
committee of N.A.I.C. voted to approve 
the manual revision report of the sub- 
committee headed by Hooker of Con- 
necticut, with four exceptions. The one 
of most interest to the industry was that 
which would have called for a showing 
in examination reports of salaries of 
fire and casualty company executives 
and directors. 

Also, the handling of the reporting of 

developments in a company after the 
examination is completed was left as it 
has been. A proposal for qualifying ex- 
aminers was excepted from committee 
approval. 
_ A fourth item was a resolution cover- 
ing a point that had been raised by the 
New York department. The committee 
went along with the latter’s idea that 
the contents of an examination cannot 
be disclosed except to commissioners 
until it is filed. 


Blanks Meeting 
Sets Speed Mark 


The National Assn. of Insurance 
Commissioners committee on _ blanks 
held what may have been the shortest 
meeting of all the sessions at the 
N.A.I.C. meeting in New York. 

J. R. Lange, Wisconsin, vice-chairman 
of the blanks committee, substituted for 
Robinson of Ohio who had another en- 
gagement. He called the meeting to or- 
der and announced that the committee 
had nothing on its agenda, and asked if 
the industry had anything to report. 
There were no responses and he de- 
clared the meeting adjourned. 

The blanks committee has adopted a 
new blank for life companies which will 
be used for the first time this year and 
completed other major projects at its 
recent meetings, leaving it temporarily 
with no big problems to discuss. 


Crichton Hints He May 
Resign in May, 1952 


Commissioner Robert A. Crichton of 
West Virginia, addressing a new re- 
gional insurance organization, Southeast 
West Virginia Insurance Club, said that 
he is planning to resign next May. “I 
am not a professional politician,’ he 
said, “and when I took this job I only 
planned to stay three years. He was 
appointed in May, 1949. 








Travelers Ups Employe Pay 


The Travelers companies have an- 
nounced salary increases for their some 
12,000 employes in the United States and 
Canada. The increases, effective imme- 
diately, were made on an individual basis. 
The companies followed their customary 
practice of giving raises determined b 
consideration of each employe’s week 
and responsibility. 








Two 


today. 








Every man jack of us holds two jobs. One is the job 
ordinarily thought of—earning a living. The other job 
he holds is that of maintaining his home life. 


In the job at home he—along with his family partner 
—does business with a great many stores which sell 
food, clothing, supplies. He pays for trained assistance 
from a plumber, a roofer, a painter. He hires the serv- 
ices of railroads and street cars to give him transpor- 
tation. He employs public utilities to serve him with 
electricity, gas, water. He engages in so many varied 
small business activities as to become versatile in many, 
expert in none. In this job he has to keep books and 
see to it that they balance. It is of vital importance to 
him that his outgo not exceed his income. 


On this home job there are certain phases in which 
he could with profit to himself call in a life insurance 
underwriter. But the underwriter has to do the ap- 
proaching so that together they can make definite plans 
for his future. Every man holds two jobs and in both 
of them he has to work for the morrow as well as for 
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Hull Calls Training 
Allowances Vital 
fo Salary Plans 


Section 213 Causes 
Many Good Men to 
Leave Business, He Says 


NEW YORK—Roger Hull, executive 
vice-president of Mutual Life, stressed 
the necessity of 
training allowances 
in his testimony at 
the Condon com- 
mittee hearing in 
New York City in 
connection with the 
proposed revision 
of section 213 of 
the New York law. 

Mr. Hull said 
that the present 
necessity of taking 
training expenses 
out of first year 
commissions forces 
many companies to 
pay their established agents less than 
they otherwise could. 

A second major objection to most sal- 
ary plans under the present law is that 
they require the use of both first year 
and renewal compensation in order to 
support the salaries. Thus, the agent 
reaches the end of his training period, 
whether two or three years, with few 
or no renewal commissions payable. Ex- 
cept for the experience he has gained 
he is no better off than the day he 
started in the business. This creates 
great difficulties in the transition period 
and results in many men leaving the 
business who might otherwise survive, 
said Mr. Hull. 


Deferred Feature Unique 


The life insurance business is unique 
in that approximately half of the total 
compensation is deferred and usually 
spread over a period of 10 years or 
longer, said Mr. Hull. Thus, under 
present compensation plans for new 
agents, the very feature which lends 
stability of income to the established 
agent is taken away from the new man 
at a crucial point in his career. One of 
the great difficulties all life companies 
have faced is trying to bring the new 
agent through the transition period 
from a salary plan to a straight commis- 
sion basis. 

“We believe that the law should per- 
mit companies to pay new salesmen an 
income adequate to live on while they 
are learning the business without thereby 
reducing the compensation of the exist- 
ing sales force and without mortgaging 
the new man’s future,” Mr. Hull de- 
clared. “The expense of training new 
men is, in essence, a management ex- 
pense and therefore more properly be- 
longs under the limitations of general 
agency expenses rather than under the 
compensation limits.” 


20-Year-Old Design 


Mr. Hull said that the present limit 
on agency margins for branch office 
companies was designed more than 20 
years ago and under today’s conditions 
is unrealistic and places too much 
emphasis on business already in force 
and insufficient emphasis on new busi- 
ness. The result is that the margin 
under this limit is too liberal for a com- 
pany writing relatively little new busi- 
ness and too low for a company that is 
growing at a healthy rate. 

Under the new law, the agency ex- 
pense limit differs from the present law 
mainly in excluding agents’ commis- 
sions, which are governed by a separate 
provision. The formula for the agency 

(CONTINUED ON PAGE 28) 
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A. & H. SESSION OF N.A.LC. 





VA Reimbursement Quest 


Provides Hot 


NEW YORK—Heat was engendered 
Tuesday afternoon at the A. & H. com- 
mittee meeting of National Assn. of In- 
surance Commissioners here on the mat- 
ter of veterans administration seeking 
to collect from insurers under expense 
reimbursement contracts assigned to 
VA by veterans receiving VA _ hos- 
a for non-service connected 
ills. 

F. J. Frankina, program analyst 
of VA staff department of medicine and 
surgery, read a statement that contained 
references which insurance representa- 
tives took as slurs. And Mr. Frankina 
ended with some impassioned remarks 
to the effect that the insurance com- 
panies better beware the wrath of 18 
million well organized veterans. He 
seemed in this connection to be refer- 
ring to clauses that are increasingly 
common in medical reimbursement pol- 
icies to exclude liability for such cases. 
Mr. Frankina apparently wanted the 
commissioners to prohibit the use of 
such clauses. 


Resent Subsidy Inference 


The insurance people resented espe- 
cially a statement in the Frankina state- 
ment that if VA didn’t try to collect 
ft would be giving a subsidy to insurers 
without statutory authorization. Also 
there was a statement that this would 
put an unfair burden on taxpayers. 

After Mr. Frankina had finished, C. 
O. Pauley of H. & A. Underwriters 
Conference declared that if the clause 
excluding liability in these cases is un- 
ambiguous it is not a matter for the 
states to consider. He said there is 
solid reason for such a clause because 
the average hospitalization period in a 
VA facility is three times what it is 
in a private hospital. This is true partly 
because the diagnostic treatment takes 
place in the VA _ hospital whereas 
usually this is done at the doctor’s 
office before admittance to a private 
hospital. Also a veteran is kept in a 
VA hospital until he is medically dis- 
charged whereas the patient gets shooed 
out of a private hospital while he is 
still weaving. 

Payment of benefits for treatment in 
a VA hospital will cost three times as 
much and the veteran is no better off 
than if he had no insurance. If the in- 
surer pays three times as much in these 
cases, he said, it is a hidden tax on 
other policyholders. He insisted that 
this matter should be left to the discre- 
tion of the individual company. 

Frank Fullenwider of California 
moved that the matter be dropped. 


No Reimbursement, No Treatment 


Mr. Frankina cited the VA rule that 
a veteran applying for hospital treat- 
ment for a non-war incurred disability, 
and who is potentially entitled to other 
hospital treatment because of member- 
ship in a union or group hospital plan. 
etc., will not be furnished treatment 
without charge to the extent of such 
reimbursement. Action will be taken to 
effect collection from insurance com- 
panies in amounts determined payable 
under terms of the applicable policy. 
Hence hospitalization is made contin- 
gent on the execution of an assignment 
to VA of the veteran’s rights to reim- 
bursement. 

The veteran is required to sign a 
pauper’s oath. It is understood VA has 
sent out a long directive to its offices 
setting up in detail the procedure for 
filing claims under these policies, even 
to form letters for follow up if there 
is any delay in payment. Some com- 
panies, it is said, are refusing to pay, 
even though there is no specific exclu- 
sion in their policies. 

Earlier Crichton of West Virginia 
reported as chairman of the Blue Cross- 
Blue Shield subcommittee and recom- 
mended that those states not now pos- 








Session 


sessing statutes regulating hospital and 
medical service corporations by the in- 
surance department should be urged to 
consider the necessity of enacting ade- 
quate statutes. An absence of regulation 
in this field by any state is a serious 
challenge to effective state regulation. 


PROBLEM FOR ALL 


A uniform enabling act for hospital 
and medical service corporations for all 
states is a problem that should be con- 
sidered in full by the entire association. 

All states should consider the de- 
sirability of making available to large 
groups desiring Blue Cross coverage, 
the use of enrollment by Health Serv- 
ice, Inc., the method of writing out li- 
ability of Health Service, Inc., and if 
substitution of coverage by local Blue 
Cross plans is a reasonable means of 
writing such coverage but further re- 
finement should be made so as to more 
definitely establish the liability of 
Health Service, Inc., in all group en- 
rollment cases. 

There is justification for the continued 
employment of the Blue Cross syndicate 
method of group coverage but upon the 
full development of the Health Service 
vehicle, the matter of the syndicate 
method of enrolling groups should be 
considered in full. 








Questions Parallel Course 


The committee questions the reason- 
ableness of the use of two vehicles, 
Health Service, Inc., and National Blue 
Shield Service, to enroll large groups 
for both hospital and medical service. 

It is against public interest for a Blue 
Cross plan to refuse coverage if the 
prospective subscriber is not enrolled 
under a Blue Shield contract. It is like- 
wise against public interest for a Blue 
Shield plan to refuse coverage for a 
similar reason. 

J. F. Follmann of Bureau of A. & H. 
Underwriters reported that the new 
standard provisions bill was enacted in 
1951 in 17 jurisdictions and expressed 
the hope that in the next two years all 
other states having laws in conflict with 
this model bill will enact the measure. 


Bittel Report 


W. H. Bittel, New Jersey actuary, 
reported for the subcommittee on policy 
benefits in relation to premiums. 

In the report of May 25, 1951, Mr. 
Bittel said, it was proposed that the 
data appearing in the A. & H. policy ex- 
perience exhibit should be on two lines 
for each policy form: The first year’s 
business on the first, and the renewal 
business on the second. This was to 
meet the objections raised by industry 
to the use of experience where first year 
and renewal business are combined in 
the reporting for and which industry 
contended was distorted. 

The industry committee has now ad- 
vised that such a segregation would 
serve little purpose and that the report- 
ing on a segregated basis should be left 
optional with each company. The origi- 
nal proposal was made by the Bittel 
committee in order to assist the com- 
pany to justify an unsatisfactory experi- 
ence with a policy form. Since industry 
now contends that it will be satisfied 
with the segregation on an _ optional 
basis, such reporting should be left to 
the discretion of each company. The 
policy experience should be revised to 
reflect the amount of policy or member- 
ship fees or excess premium amounts. 
The information which has been fur- 
nished under the present exhibit is of 
no value. The caption of the column 
relating to these items should be changed 
to require that the amounts be shown 
therein. The industry has _ requested 
that reporting of these items be on a 


permissive basis and the Bittel group 
agrees. 

There should be established a uniform 
reporting procedure for schedule form 
policies. This form of policy has de- 
stroyed the value of the exhibit where 
no separation is made of the experience 
for the various combinations of cover- 
ages issued thereunder. Hence the ex- 
perience under schedule form policies 
should. be reported separately for each 
combination of coverages issued under 
the form. 

A uniform numbering system should 
be adopted by each company. This is 
to bring policies with identical cover- 
ages, differing only as to minor excep- 
tions required by various states, to- 
gether in the policy experience exhibit. 


Clarifies Minimum Loss Ratio 


“In analyzing the data produced by 
the policy experience exhibit the ap- 
proach has been to find a loss ratio to 
use as a standard by which to measure 
and evaluate the information given on a 
particular policy form,” the committee 
said. “We were tentatively considering 
the use of a stipulated percentage of loss 
ratio below which the benefits under a 
policy form would be presumed to be 


unreasonable in relation to the premium, 
The premature release of this figure 
created an erroneous impression that jt 
was intended to represent a satisfactory 
loss ratio. This reaction has tended to 
restrain your subcommittee from recom. 
mending any standard at this time. Fy. 
thermore, the industry committee has 
taken serious exception to the fixing of 
an absolute minimum loss ratio for any 
policy. Our sessions with industry haye 
been unproductive as to any other alter. 
native. It is the position of the industry 
that the matter of handling policy form; 
must be at the individual state level, 

“In view of these developments yoy 
subcommittee requests further instryc. 
tions as to the course to be followed ip 
the completion of its appointed tasks” 

On motion of Stone of Nebraska the 
subcommittee was extinguished that was 
assigned to deal with minimum require. 
ments, benefits and fair trade practice, 
This was. related to the California sity. 
ation. 

At the plenary session Wednesday 
afternoon it was decided to send copies 
of the Frankina statement to each com. 
misioner and to make copies generally 
available to let the industry know that 
it may file rebuttals with the committee, 








CONDON COMMITTEE HEARING 





McLain Explains Why Companies Feel 
Security Benefits Belong in Compensation 


NEW YORK—Why the companies’ 
committee on revising section 213 dis- 
agrees with the agents on how to treat 
security benefits in the proposed revi- 
sion of the New York expense limita- 
tion law was set forth in the formal 
statement submitted on the companies’ 
behalf to the Condon committee of the 
New York legislature prior to the two- 
day hearing on section 213 revision. 

President James A McLain of Guar- 
dian Life, chairman of the joint com- 
mittee of Life Insurance Assn. of 
America and American Life Convention 
on the section 213 revision, filed the 
statement. As a witness, he went over 
its main points and answered the com- 
mittee’s questions. His oral testimony 
is reported in the general story in this 
issue on the hearing. 


Should Be in Pay Limit 


In his formal statement, Mr. McLain 
said that his committee feels that the 
cost of security benefits is an expense 
which should be included in the direct 
limitation on agents’ compensation. He 
pointed out that this is the way it is 
handled administratively now and the 
proposed statute provides for it explic- 
itly. The cost of security benefits for 
other agency personnel is included with 
the compensation of such personnel in 
the agency expense limit and similarly, 
the cost of security benefits for home 
office employes is included with their 
compensation in the expenses subject 
to the general expense limit, he pointed 
out. 
“Inclusion of the cost of security 
benefits with compensation is natural 
and desirable,” he continued. “Many 
agents receive vested renewal commis- 
sions, compensation payable after active 
service has terminated. A pension plan 
cannot be judged intelligently unless it 
is considered in connection with these 
other payments after retirement. The 
only way of insuring that the two pay- 
ments will be considered together is to 
make their sum subject to the same 
limitations. 


Lifetime Income Provisions 


“The same argument holds in connec- 
tion with other plans of compensation, 
some of which provide for lifetime in- 
come to an agent who has completed 
a substantial period of full-time serv- 
ice. 

Mr. McLain’s statement included a 
summary of the proposed limits on 
agents’ compensation, which would be 
removed from the overlapping controls 
of the present law. The recommended 
limit permits commissions on an ordin- 


ary life policy of 10% of the premium; 
yearly for the first 15 policy years plus 
3% of the premiums thereafter. A mip. 
ority of the committee felt that 29% 
should be the limit after the first 1; 
policy years. M. Albert Linton, preg. 
dent of Provident Mutual, spoke for 
the minority viewpoint at the hearing 

Any commission scale or plan of sal. 
ary and commission which has the same 
value as the recommended scale would 
be permitted, provided that not more 
than 55% of the premiums is paid in the 
first year, not more than 15% in any 
one renewal year except with the ap- 
proval of the superintendent; commis- 
sions for the first two policy years do 
not exceed 35% of the premiums for 
those two years; that commissions for 
the first three policy years do not ex- 
ceed 27% for those three years; and 
that no part of the 3% commission - 
lowed after the 15th year may be 
shifted and paid as a commission dur 
ing the first 15 years. 


COMPARISON 


Attempting to answer the question: 
“How does the proposed limit compare 
with that permitted under the present 
law?” the statement says that unfortv 
nately the present law so intermingle 
the limits on soliciting agents’ comper- 
sation and general agents commissions 
that it is impossible to say just what 
the limit is on either one. However, 
using an_ allocation approximately 
equivalent to that in many agents’ cor- 
tracts now effective, the new limits 
would allow increased commission i 
a typical case of about nine-tenths 
1% or about 27 cents per $1,000 of it- 
surance, according to the statement. 

The advancement in the granting of 
pensions, group insurance and_ other 
security benefits since the last genera 
revision of section 213 in 1929 warrants 
the inclusion of some additional allow- 
ance for such benefits in the propose 
revision, according to Mr. McLait’s 
committee. 

He stated that in the recommended]. 
revision it would be found that for #@ 
ordinary life policy the maximum @# 
lowable compensation in terms of pit 
miums is 8% of each year’s premium, 
8% a year being equivalent to 1 
per year for 15 years and 3% therealtet 
on a commuted value basis. Typicd 
present compensation may  averagt 
7.1%, so that the proposal involves # 
increase of nine-tenths of 1% 

(CONTINUED ON PAGE 13) 
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THE ALCOHOLIC 


Alcoholism is the abnormal and uncontrollable use 
of alcohol to an extent seriously detrimental to physical 
and mental health. This condition is now recognized as 


an important medical and public health problem. 

It has been estimated by the National Committee on 
Alcoholism that there are about 65,000,000 people in 
the United States who drink alcoholic beverages at least 
occasionally. It is further estimated that some 4,000,000 
of these 65,000,000 people have found that the use of 
alcohol has constituted a more or less serious problem 
in their lives. 

The National Committee also reports that about 
750,000 of these users of alcohol have drunk uncontrol- 


lably to such an extent as to have seriously impaired their 
physical and mental health, as shown by the records of 
physicians and hospitals. Physicians label this last group 
definitely as true chronic alcoholics, and point out that, 
for instance, there are. 50 percent more of them than 
there are known sufferers from tuberculosis. 


Fortunately, medical, health, welfare, and religious 
agencies, industrial and other employers have taken a 
practical, realistic view of this problem. They are attack- 
ing it factually and without undue emotionalism. This 
enlightened approach offers great hope to all those who 
now are chronic alcoholics—as well as to those who are 
running the risk of becoming chronic alcoholics. 


1. What is the cause of alcoholism? 


Authorities have found no one cause for 
this condition. Research shows, however, 
that alcoholics are usually people who do 
not seem able to face life ina mature manner 
because of some underlying mental or emo- 
tional condition which the alcoholic him- 
self may not clearly recognize. They seem 
to seek escape by excessive drinking—and 
eventually they become dependent on al- 
cohol just to go on living. 

Some authorities also believe that an al- 
coholic’s body chemistry differs from that 
of normal persons, and that this difference 
results in an unnatural appetite for alcohol. 
Excessive drinking, however, is in all cases 
a symptom. Often the symptom can be re- 
moved, but it is very apt to return unless 
the underlying trouble is eliminated. 


2. What are the dangers 
of alcoholism? 


Both physical and mental disorders may 
result from excessive drinking. Nutritional 
disturbances frequently occur, and certain 
vital organs may be harmed. Eventually 
most alcoholics undergo distinct personal- 
ity changes that add to their instability. 


Alcoholics are definitely “accident prone.” 


The industrial accident rate among ex- 
cessive drinkers is from 100 to 200 percent 
higher than among non-alcoholics along- 
side whom they work. Other accident haz- 
ards are increased by the excessive use of 
alcohol. It also takes its toll socially in 
wrecked family life—and economically it 
is claimed to cause a loss of almost a bil- 
lion dollars annually. 


3. How can medical science 
help the alcoholic? 


Although there is no specific remedy for 
alcoholism, much can be done to help a 
person stop drinking completely. The suc- 
cess of any form of treatment, however, 
depends upon the alcoholic himself who 
must absolutely want to break the habit. 
Once he has stopped, most authorities 
agree that the real alcoholic cannot drink 
again with safety. 

Psychotherapy may be used to help the 
patient recognize his problems and how to 
deal with them without the use of alcohol. 
Certain medicines, which should be used 
only under the guidance of a doctor, are 
also available. These medicines may help 
to wean the patient away from drink. 





It is important, too, for the alcoholic to 
re-establish a routine of healthful living 
through proper diet, sufficient relaxation 
and sleep, and attention to other health 
measures that are usually disrupted by ex- 
cessive drinking. In some cases, occupa- 


tional guidance may be appropriate. 


4. How can everyone 
help the alcoholic? 


The general public—all of us—can help 
overcome the prejudices that have long 
existed about alcoholics by looking upon 
chronic drinkers as persons subject to se- 


rious physical and mental handicaps. 


~ We must help them through sympathy 
and understanding, and aid them to obtain 
the type of treatment that they need. This 
treatment may be individual or group ther- 
apy given by the doctor, or mutual aid 
provided through organizations such as 


Alcoholics Anonymous. 


We can also support and encourage the 
development of programs for the scientific 
study and control of this problem. In these 
ways, we can all do our part toward restor- 
ing thousands of menand women to healthy, 


happy, useful lives. 
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Gen. Wainwright and 
Sen. Connally Named 
at N.A.I.C. Session 


Texans Involved in 
Problem of Insurance 
Selling at Army Bases 


NEW YORK—tThe names of Gen. 
Jonathan Wainwright and of Senator 
Connally of Texas were brought into 
the discussion of the sale of life insur- 
ance to military personnel during a 
meeting Sunday afternoon here of a 
commissioners subcommittee headed by 
Day of Illinois. 

-At one stage of the discussion Com- 
missioner Butler of Texas said there is 
a mail order problem involved, citing 
the fact that one insurer specializing 


in selling policies without war clause 
to military personnel got a list of one 
million men in uniform. : 

Southall of Kentucky asked whether 
the problem is not intensified because 
there are retired generals on the pay- 
rolls of Texas companies. Mr. Butler 
replied in the affirmative and then added 
the remark that General Wainwright is 
the president of one such company. 





Insurance Director Day of Illinois at 
the plenary session Wednesday after- 


noon announced that he had just re-~ 


ceived a reply from the war depart- 
ment declining to change the ruling 
under which a company or agent that 
is licensed in any state has the privilege 
of soliciting life insurance at any mili- 
tary base over which a state does not 
have concurrent civil jurisdiction. 





Earlier one of the commissioners 
said he had heard that Senator Con- 
nally had succeeded in blocking at one 
time a regulation that would have re- 
quired both insurer and agent to be 
licensed in the state in which an army 
camp is located in order to solicit in 
such camp. Mr. Butler said he had not 
heard that, but sotto voce he predicted 
that Connally is not long for the Sen- 








Much of the labor has been taken out of the development of a lead 
into a sale with the new, modern line of Berkshire Life’s 108 Adult 
and Juvenile Plans, Riders and Coverages. 

In our “Merchandise Chart” and “Portfolio” you'll find such 
interesting, saleable contracts as the “Preferred Life” which is 
typical of the complete line of Berkshire Life’s sales-producers. 





$10,000 


Age 35 
(Minimum $5000) 


ANNUAL PREMIUM $ 255.30 
yi CASH DIVIDENDS* $1074.60 
ears 
P REFERRED CASH VALUE $3714.80 
LIFE AVERAGE YEARLY NET COST* $ 1.58 
Per $1000 — 20 Years 
MONTHLY LIFE INCOME $ 34.26 


Guaranteed 120 months 
certain at Age 65 (Male) 


If Dividends* are left to accumulate 

Monthly Income at Age 65 (Male) 

may be increased to $ 
*The Dividends in this illustration are neither estimated nor guaran- 
teed but are computed on the same basis as the scale of dividends in 


effect at the date of this 
d is that 


51.18 


illustration 1951 basis). Similarly, the 








interest rate 
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ly wr Sob on such accumulations. 








BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire Life General Agent for FREE copies 
of both the handy pocket-sized Merchandise Chart and Port- 
folio which outline the many unusual sales opportunities *% 





ate. Mr. Butler volunteered that there 
was a Texas congressman that had 
stock in one of these companies and 
that was working against any restriction 
on solicitation. However, he _ subse- 
quently “became a Christian,” Mr. But- 
ler declared, “because his company went 
broke.” 

Mr. Day at the outset of the meet- 
ing reviewed the meeting that his com- 
mittee had with the Washington au- 
thorities. It was obvious, he said, that 
there are various policies and pressures 
to let unlicensed activities continue at 
military bases. The commissioners had 
to try to clear up the notion in the 
minds of the military men that the in- 
surance companies are unpatriotic in 
their war clause policies. The air force 
spokesman favored setting up a bureau 
in the military establishment that would 
sift insurance companies and agents. 
However the army and navy people did 
not endorse that idea. 


Answer Not Given 


At that meeting the commissioners 
were told that a Department of Defense 
committee would be constituted and that 
an answer would be given to the state 
officials by the middle of August. How- 
ever there has been no such answer. 

The Day committee survey the extent 
of the problem in a questionnaire. In 
some states there is no problem either 
because the commanding officers on their 
own responsibility exclude unlicensed 
companies and agents from the bases 
or else there are no ceded basés in the 
state. It is only on ceded bases that 
the unlicensed operations are tolerated. 
There are 13 states that have the prob- 
lem in some degree. 

The military group inquired whether 
anyone had been hurt by the practices 
in the past. The answer is that a num- 
ber of insurers had become badly im- 
paired by loading upon business without 
war clause and without sufficient re- 
sources. 

Mr. Day told of one company that 
was soliciting business by mail at army 
bases in Wyoming and giving a reply 
card at Loveland, Colo. No such com- 
pany was known there. It turned out 
to be National Mutual Life of San 
Antonio. 


Confesses Texas’ Part 


Mr. Butler confessed that Texas com- 
panies are the main ones involved. 

One of the commissioners said there 
is some danger in emphasizing this hia- 
tus in*the scope of state supervision, be- 
cause it might breed agitation for a cen- 
tral bureau to pick and choose among 
companies and agents. 

Gaffney of New Jersey said it was 
unfortunate that the conference at Wash- 
ington got off on the wrong foot due 
to the injection of the issue of patriot- 
ism and war clause into it. However 
he voiced the belief some progress has 
been made. The subcommittee ought to 
be continued and it should press for a 
decision and ruling that authority to 
sell should be confined to agents licensed 
in the state in which the camp is lo- 
cated. He said he is not prepared to 
to concede that this is unattainable. 

Butler said in the period of the last 
war small companies organized in Texas 
were “running over the southwest” 
writing.a battalion at a time. An en- 
tire division was written under the 
strong endorsement of the colonel. This 
division was caught in the battle of the 
bulge. 


Commission 75% 


In 1945 two Texas companies were 
insolvent but Mr. Butler gave them 
a grace period and they managed to do 
some refinancing. They were able to 
do this because it turned out that many 
of their insured had been taken prisoner 
rather than killed. The agents got 75% 
commission. 

Just before the Korea explosion a num- 
ber of agents organized companies and 
they became presidents. They figured 
there would be a war every 25 years and 
they could get by writing business with- 
(CONTINUED ON PAGE 23) 


.rulings will be very close to the laissez 


STILL GUESSING 


Look for WSB 
Laissez Faire Group 
Rule Next Week 


It looks now as if next week, the 
week of Dec. 10, will be the time of the 
issuance of the wage stabilization boarg 
ruling on the stabilization status oj 
group insurance and pensions. The 


ls 


While prospects for a ruling on group 
insurance next week are apparently excel, 
lent, latest advices make it appear dubj. 
ous that a ruling on pensions will com 
out then. There are reports that the steg] 
wage demand, among other things, 
complicate and delay a ruling on pensions, 














entire wage stabilization board was 
scheduled to be present at Washingtog 
on Friday, Nov. 30, to vote on the 
rulings will ibe very close to the laissez 
could not be on hand and this was 
postpoined. Now the vote is expected 
to be taken next week. 

There is little doubt in the minds 
of those close to the scene that the 


faire recommendations of the panel 
majority report on group and the major. 
ity feeling on pensions. There may he 
some compromises with the stricter 
minority recommendations, but they are 
not expected to be substantial. 

It seems as certain as such an event 
can seem that the ruling will be made 
before Christmas. 





Congressional Staff Works 
on Life Insurer Taxation 


The staff of the joint House-Senate 
committee on internal revenue taxation 
has gone to work on the study of 
methods for taxing life insurance com- 
panies. The examination was ordered 
by the House ways and means and the 
Senate finance committees to determine 
which of the alternatives presents the 
most practicable permanent formula. 
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insurance background — an 
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heading A & H group sales 
countrywide. 


FERGASON PERSONNEL 


330 S. Wells Street, Chicago 6, Illinois 
HArrison 7-9040 


WARNING! 
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seen in company of better type 
buyers. Is capable of becoming 
own General Agent. If you know 
him or if you are this man, com — 
municate with Roy A. Foan, Vice — 
President and Director of Agencies. 
Postal Life Insurance Company 
511-5th Avenue, New York 17,N.¥. | 
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ing on more stringent legislation passed 
at that session, he said: 

“If the examination of a company 
shows its financial structure to be im- 
paired, we can now check the com- 
Pany’s activities and advise with the 
management before the company gets 
beyond the possibility of rehabilitation.” 
, ’ During the past fiscal year, he said, 
Life of Georgia, talking at the South two domestic companies became in- 
Carolina Insurance Days program, noted volved in financial difficulties and the 
several significant trends in industrial, department was forced to take action 
ymong them the increasing equity in to save policyholders from possible loss. 
industrial policies, liberalized claim set- 


Dobbs Analyzes 
Industrial Trends 
at Carolina Event 


R. Howard Dobbs, Jr., president of 


Experience Causes 
N. W. Natl. to Halt 
Group Casualty 


Northwestern National Life has halted 
the writing of group casualty coverages 
in the face of poor experience to gain 
time to evaluate the situation. The com- 
pany in a telegram from the home office 


to regional group offices advised: “Effec- 
tive immediately and until further 
notice the writing by this company of 
all new group casualty coverages is 
discontinued. Heavy writings and high 
claim ratios have led to the decision 
to pause and take stock of the situation.” 

The company has made provision for 
closing cases on which proposals are 
outstanding. The company officers say 
it is impossible to forecast what the 
future course will be until their analy- 
sis of the situation is completed. 





tlements, more recognition of industrial 
agents, and the decreasing premium 
rate. He noted that in the 11 southern 
states, weekly premium insurance has 
increased 560% in the last 20 years, but 
only 80% in the entire nation, 
Mr. Dobbs showed interest in the 
national trends that affect weekly pre- 
mium, one of the most indicative being 
the trend in mortality. Because of the 
steady gains in life expectancy among 
the weekly premium clientele, it has 
been possible for companies to lower 
premium. For instance, 5 cents of pre- 
mium 10 years ago would purchase $131 
worth of insurance. Today 5 cents will 
purchase $210 of insurance. “This is, 
he said, “about the only thing a nickel 
will buy these days that hasn’t been 
divided, diluted or deleted.” 
Mr. Hobbs emphasized that benefits 
in industrial are granted as early as 
they are in ordinary and in many cases 
cash values are higher. He also noted 
the few exclusions in weekly premium 
contracts and that most don’t even ex- 
clude suicide. : es 
He mentioned the increasing equity in 
industrial policies which is a significant 
development because weekly premium is 
subject to a higher lapse rate than ordi- 
nary. Today, however, many companies 
keep the need for improvement of lapse 
ratio before their agents by making a 
creditable showing in this phase of their 
work a prerequisite to production club 
membership. ; : 

Claim settelments are also being in- 
creasingly liberalized, he pointed out. 
More and more policies are now. being 
issued with beneficiaries specifically 
named, and better underwriting is be- 
ing continually emphasized even though 
most companies rely largely on their 
agents to do the underwriting in the 
field. Better field underwriting has 


rejection and in litigation. — 
A very noticeable trend in weekly 
premium activities, Mr. Dobbs said, 1s 
the emphasis being placed upon the 
training offered agents both in com- 
panies and by the Life Underwriters 
Training Council. Also weekly premium 
agents are being accorded considerably 
more recognition by the National Assn. 
of Life Underwriters. He noted that 
“weekly premium agents and ordinary 
agents have found a common under- 
standing and a common objective. They 
see how one can assist the other in 
broadening the usefulness of life in- 
surance a3 a means toward individually 
created family security in this nation.” 


MacArthur Gives Sales Talk 


Ray B. MacArthur, Time, spoke on 
‘Selling—Your Profession” at the De- 
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;, Ilinois | | ember luncheon meeting of Milwaukee 
A. & H. Underwriters. President Clif- | general agency men—straight to the firing line—for 
ford C. Raisbeck, Washington National, full ee a PP se : 
has appointed Al Siegner chairman of | ‘Ul Cooperation in writing and planning this popular 
mmm] ‘ie Christmas party Dec. 15 at which | Prosperity Contract. The result is a contract that offers 
children from the Milwaukee County é 
Children’s Home will be guests. you what it takes to make an agency truly prosperous. 
——— It gets right down to brass tacks on the things men in 
6! ol Idaho Code Sought the field really need. It gives the whole agency a big 
‘Idaho is badly in need of a new in- : 2 
abitual | }surance code, Commissioner O’Connell help ing hand righ t from the start. 
s. Often }|stated in his annual report. He said the 
ar type }itode is needed in the interest of pre- EN 
coming |jstving uniformity among the states TERRITORIES OP 
1 know j)nd that many of Idaho’s laws “do not Agency opportunities are open in these states — 
2, = — to present-date insurance ac- Ohio North Carolina Michigan 
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enciess |f Mr. O’Connell pointed out that Pennsylvania Tennessee lowa 
mpany, jjalendments to the Idaho law passed New Jersey Kentucky ifornia 
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to its successful 


Get These EXTRA ADVANTAGES 
In Our PROSPERITY CONTRACT 


BOOST YOUR INCOME —BUILD A REAL FUTURE with this Liberal Agent-Planned Contract 





Other Benefits Help You Get and Hold Good Agents 


© Liberal first-year commissions 

© Monthly expense allowance 

© Extra Ist and 2nd year renewals 

© Continuous service fee after vested renewals expire 
© Attractive retirement plan 


© Success-proven training plans 


Write RUSSELL $. MOORE, Manager of Agencies, for agency details 
The MIDLAND MUTUAL Life Insurance Company 


250 E. BROAD STREET, COLUMBUS 16, OHIO 
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Adopt Part of Hubbell Plan 


for Valuation of Securities 


NEW YORK—Progress toward im- 
proved life insurance security valuation 
methods was made at the N.A.I.C. meet- 
ing here but the business is still hoping 
that commissioners in 1952 will grant it 
more of the changes in annual statement 
valuation methods suggested in the 
Hubbell proposal. 

The valuation of securities committee 
headed by Bohlinger of New York ac- 
cepted the report of its sub-committee, 
whose chairman is Allyn of Connecticut, 
over the dissenting vote of Sullivan of 
Massachusetts. In essence, the commit- 
tee action represents the adoption of 
part of the Hubbell committee plan. 

The committee action is encouraging 
to the business in that it recognizes that 
they require a different valuation basis 
than property and liability insurers, 
allows them to set up reserve liabilities 
apart from surplus to absorb security 
value fluctuations, and may _ grant 
amortizability to additional securities. 

While permitting the companies to 
set up these reserves, however, the 
committee gave the business no help on 
the asset side of their statements in that 
it did not extend amortizability to addi- 
tional categories of bonds as the com- 


panies requested. The life business 
contended that additional bonds below 
class 1 should be made amortizable and 
justified this view by pointing to the 
setting up of reserves to absorb poten- 
tial losses. Under the method voted by 
the commissioners they will be setting 
up the reserves but they won’t get the 
asset statement relief they sought. 

The meeting was called to order by 
Mr. Bohlinger who called upon Mr. 
Allyn for the report of the sub-com- 
mittee. After that the committee quickly 
got rid of the problem of oil and gas 
production loans by adopting the pro- 
posals of its fulltime staff, heretofore 
reported, with an additional requirement 
that the values of undeveloped proven 
reserves shall not be more than 25% of 
the amount of a loan. 

Every member of the committee was 
present for the meeting which attracted 
a big industry turnout too. Fire and 
casualty company representatives at- 
tended the meeting but they relaxed as 
soon as Bohlinger announced that the 
new proposal would not affect them. 
The plan will apply to fraternal benefit 
societies with some modifications. 

The reserve to be carried by life com- 
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Compensated For 


SUCCESS 


f ield underwriters of the Equitable Life of 
lowa are compensated on a commission arrangement 
based on the assumption of a lifetime career. A 
liberal and comprehensive contract featuring life- 
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panies on their bond and stock holdings 
in their 1951 statements, according to 
Mr. Allyn’s report, is designed to ac- 
cumulate a reserve of 1% of the total 
statement value of all amortizable bonds 
that fully meet the eligibility test of the 
committee and to accumulate a reserve 
of 20% of the total statement value of 
all other bonds and preferred and com- 
mon stocks. The initial security valua- 
tion reserved for this year consists of 
1/20 of 1% of the statement value of 
those bonds on which an ultimate re- 
serve of 1% will be accumulated and 
1% of the statement value of those se- 
curities on which an ultimate reserve of 
20% will be accumulated. The net 
realized and unrealized capital gains of 
the company on its bonds and stocks 
during 1951 are to be added to the initial 
reserve. If the company has recorded 
a net capital loss, realized or unrealized, 
on its bonds and stocks during 1951, 
50% of that net loss will be deducted 
from the reserve computed on the basis 
indicated. A similar procedure for re- 
serve accumulations will be followed 
and used after 1951. 

Bonds in class 1 are those bonds of 
the first four ratings in 1951 and 1952, 
bonds passing the yield test in those 
years, and private placements in good 
standing. These bonds are all “yes” 
bonds and may be amortized. On them 
a yearly reserve of 1/20 of 1% will be 
accumulated up to the maximum of 1%. 
All securities below that classification 
are “no” securities and are carried at 
market. On them, a yearly reserve of 
1% is developed up to the maximum 
of 20%. 


To Re-examine Securities 


There is also a class 2 security which 
consists of bonds that are in class 1 in 
1951 but that get into class 3 in 1952, 
not in default. Any bonds in class 3 on 
Dec. 31, 1951, which improve in standing 
during 1952 so that they fall in class 1 
at the end of next year will be changed 
to that category on that date. It is con- 
templated by the committee that provi- 
sion will be made for re-examination 
during 1952 of all other securities in 
class 3 at the end of this year, except 
income and perpetual bonds, to deter- 
mine whether they could be put in the 
class 2 “yes” category at the end of 
next year. Bonds which thereby get 
into class 2 will be labeled either “yes” 
or “no” by the committee. If they are 
marked “yes” they may be amortized, 
otherwise they are carried at market. In 
either event a reserve of 1%' yearly up 
to the maximum of 20% will be re- 
quired. The “market” means the actual 
quotations or the values assigned by the 
sub-committee on the date of the valua- 
tion specified. “Amortized” refers to the 
amortized value based on the original 
cost to the company holding the securi- 
ties: The determination of which bonds 
are to be placed in class 2 “yes” at the 
end of 1952 is to be made by the sub- 
committee on the basis of standards to 
be worked out by its staff in conjunc- 
tion with members of the industry com- 
mittee on valuation of securities. 

The new procedure will be applied to 
new issues or securities acquired in 1952. 

Sherwin C. Badger, vice-president of 
New England Mutual, spoke for the 
joint committee on valuation of assets 
of American Life Convention and Life 
Ins. Assn. of America, whose chairman 
is F. W. Hubbell, president of Equitable 
of Iowa. He said that the committee’s 
proposals had only been in the hands of 
the business only three or fewer busi- 
ness days and that therefore there had 
not been an opportunity to refer them to 
member companies nor to study in de- 
tail the possible long term effects of 
the proposal. “We feel, therefore,” he 
said, “that it would be premature to 
submit at this time a definite opinion on 
behalf of the life insurance business. 

“Our committee favors the establish- 
ment of security reserves, provided how- 
ever, there is also greater stabilization 
on the asset side of the balance sheet. 


We understand the sub-committee’s pro- 


posals provide for some such stabiliza- 


tion regarding bonds and also to pro-. 


vide for consultation on this point be- 


tween the commissioners’ sub-committee 
and the life insurance industry.” 
Consequently he urged that the pro. 
posals be considered as applying to 1954 y 
only and that the methods of establish. 
ing reserves and of valuation for future 
years be worked out and submitted dur. 
ing 1952 as a result of joint study. He 
said “We believe the proposals repre. 
sent progress in valuation methods, We 
emphatically believe, however, that def- 
nite steps should be taken in 1952 ang 


for subsequent years regarding the vaj.} Pre 
uation of stocks. We would also sug. | the f 
gest that for 1951 the commissioners | 7-Y¢ 
permit any life company so desiring to | nation 
re-establish as a liability and not as q | Agent 
part of surplus any security reserves | debit 
heretofore set up or to establish such | increa 
reserves up to the maximum ultimately} The 
contemplated in the commissioners’ pro. | agents 
posal, namely, 1% of class 1 amortizable | respot 


securities and 20% of all non-amortiz.] At 


able securities.” form» 
Sullivan Dissents of cor 
offices 

Sullivan of Massachusetts said he stil] that t 
had not changed his mind and that he] strike 
couldn’t go along with the sub-commit.} yery 1 
tee proposal. He said that everyone ad-]| Bot! 
mitted that the change was one of the] to a 1 
most radical and revolutionary ideas in gaining 
security valuation. “If it is adopted we] severa! 


will be tearing ourselves away from all] the un 
moorings on the valuation of security 
problem,” he warned. The fundamental 
question, he said, is: What should the 
valuation principles be? He didn’t ob. 
ject to the idea of establishing reserves] or a 4( 
but he said it wasn’t the principal 
issue. He said that the commissioners 
were being urged that all bonds not in 
default be made amortizable. Admit. 
ting that he could be right or wrong, 
he said that the suggestions paid no 
attention to the requirement that the 
securities be “amply secured.” Then he 
questioned whether the commissioners 
might not be departing from the amor- 
tization statutes of their various states, 
He reiterated his view that the question 
of reserves is subsidiary and argued that 
the committee was backing into the real 
problem of valuing securities. He said 
that bonds with no collateral or mort- 
gages behind them are being marked 
“yes” and that evaluation standards 
were weakening generally. Then he said 
that he didn’t think that preferreds could 
be amortized under the Massachusetts 
amortizability statute. He also ques- 
tioned the wisdom of having a valua- 
tion method for life companies different 
from that used for fire and casualty 
companies. 

There ensued a brief questioning of 
Mr. Badger by Mr. Sullivan in which it 
was conceded that it would be impos- 
sible to get reserves up to the point 
where they would absorb all fluctuations 
in bad years. The colloquy also elicited 
Mr. Badger’s opinion that the Masse 
chusetts amortizability statute would not 
be invoked in a change in the methods 
of evaluating preferred stock. 


Guardian Life Elects Four 
Managers to Field Board 


The following managers have beet 
elected to the field advisory board of 
Guardian Life: James E. Bragg, New 
York; Holcombe T. Green, Atlant: 
Charles P. Houseman, Los Angeles, ant 
Charles W. O’Donnell, Washington, 
D. C. Thomas G. Herbert, Denver, was 
elected member - at-large. Elmer . 
Oistad, St. Paul, and Julius M. Eiser- 
drath, New York City, former members 
at- large, complete the board. 
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Bash Agency Banquets 

The Bash agency of Mutual Life # 
Chicago held its first annual meetimg 
at the LaSalle hotel recently. F 
ers were: Edward E. Waller, supe 
intendent of agencies; Gilbert Scribe 
of Winston & Co.; Rev. Raphael Rias] 213-A, the 
of St. John Baptist church; Dr. Richart 


C. Hertz, associate rabbi of Sinai t Where in 
and Henry X. Dietch, attorney. eating ir 
L. Wasserman received the “Man of} Statute co 
Year” award for his contribution ") joint legis] 
agency: development. + | fates and 
tions for 
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—— 
committee a said, that the company would violate Woodley, who became a fellow of the such as wide scale lapsation of policies 
{0 ru entia the limits of the law if it allowed any- Society of Actuaries in 1947 and who were not anticipated for several weeks 
t the pro- ] more increases in compensation for is in consulting work at Westport, at least because of non-forfeiture values, 
ng to 1951 agents. Conn. the availability of alternative methods of 





Pilar { { bd The union’s answer to this was that policyholder service, and so forth. Long 
ritted dur. gen ) rl e “ company could change its book- OPERATIONS CONTINUE Reed rots mes Doped Sat: Ue 


eeping methods to loosen funds to give would be over. 








tod i agents more pay. It contends that this The strike has been given considerable 
odie We f More Pa can be done within the expense limits The company was carrying on all press, radio, and picture coverage, many 
that def. 0 of the law. A union official charged that operations during the strike and said it accounts bringing out that this was the 
1952 aid : : the company was using the expense would notify policyholders by radio and largest white-collar strike in the nation’s 
iz the val- Prudential Insurance Co. experienced limitation law as a false excuse for not newspaper advertising that they could history. : 
also sug- the first serious work stoppage in its increasing mémbers pay. ; pay premiums or obtain service on their —_ Hotspots of trouble developed in some 
missioners | 1-Y¢4" history this week as the Inter- An actuary was retained by union policies by mail or in person at its vari- cities. Agents’ wives were being phoned 
desiring to national Union of Life. Insurance leaders to advise them during the bar- ous offices. ‘ by strikers and told “if you want your 
1 not as a} Agents, AFL, called on its member gaining negotiations. He is Clifford J. Serious consequences of the strike husband healthy then keep him off his 
y reserves | debit agents in 35 states to strike for 

blish such increased compensation. , e 

ultimately The union represents about 15,000 


oners’ pro- | agents and about two-thirds of them 
‘mortizable | responded to the call. ; 

’n-amortiz.| At its inception the strike took the 
form of peaceful and orderly picketing 
of company home, regional and district 
ofices. There were indications, however, 
aid he still] that the gentlemanly approach to the 
nd that he} strike would be abandoned if it endured 
ub-commit-| very long. 

yeryone ad-} Both sides have left open the door 
one of the} to a resumption of the collective bar- 
ry ideas in| gaining negotiations that broke off 
adopted we] several days before the expiration of 
ay from all] the union’s contract with the company 
of security} on Dec. 1. The final union demand was 
undamental} for a “substantial” increase in pay. This 
should the} replaced a previous demand for in- 
> didn’t ob-] creases aggregating about $45 a week 
ng reserves} or a 40% increase. The company’s final 
e principal] offer was the equivalent of $6.59 weekly 
nmissioners} feaving a considerable gap between it 
ra fe in} and the union. 

le. mit , sys 

OF WrOk Company’s Position 

ns paid no} At a press conference, Carrol M. 
nt that the} Shanks, president of the company, said 
1.” Then he] that the union’s demands were neither 
mmissioners | jystified nor reasonable. He said that 
n the amor-| the average district agent receives more 
rious states} than $99 weekly in earnings plus wel- 
the question} fare benefits that are the equivalent of 
argued that] gi2 weekly. He said that 53% of the 
into the real] agents earn above $5,000 annually and 
es. He said] that some of them earn more than 
‘al or mott-] g19.000 a year. 

ing marked} The company’s final offer, he said, 
1 standards} was “every bit as liberal as we could 
Then he said] make it in view of the impossibility of 
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Over the past few years, The Mutual Life develop “reserve leadership” to meet the 


oe could! increasing premiums on business on the has established one of the most comprehen- _ changes and challenges of tomorrow. 
assachusetts} hooks, the agents’ position in a com- fi f led ion in th 

alse = petitive market, the limitation placed sive programs Of personnel education in the The personnel training program teaches 
jes different| 1202 the company by the New York life insurance business. 5,000 persons, inthe 4). ;ndividual the fundamentals of his 
nd casa oe api age _ and, mee im- Silt ce and in the field participate e individua e rundamen re) own 
portant Of all, 1e strong social neces- Offi ° ° e 

Gonian ll sity of providing insurance at reasonable : job and enables him to prepare for advance- 
er ‘which it cost.” There are two reasons for this program. ment. It also familiarizes him with the work 
d = i Basic Changes Demanded The first, of course, is to help our people do _ of other departments and how his job is re- 
o_ the ; : i é : ; ; 
uctwations The basic changes demanded by the their present jobs better. The second is to _lated to the Company’s overall operation. 


also elicited union are an increase in the floor under 
the Masse guaranteed compensation from $35 to 
te would not] $55 weekly, expense allowance for col- 
the ai | lection and sales work on the debit, for 





7 pemale, oe ere: ~ os HOME OFFICE COURSES COURSES FOR THE FIELD 
, equaling abou weekly, plus 
other boosts in commission rates and : Indoctrination for new employees Three-year training program for Field Under- 
s Four improvements in working conditions. ‘ ke writers 
Board The union says that the company is Plan for training college graduates 


not paying as much as agents of the 


Shave tell Melzopolitan Life and John Hancock Educational refund plan (for extra-curricular Program for Training Assistants, who oversee 











r = Pet sez 
ry board off are paid for the ame work. To that the studies) Field Underwriters’ training schools 
ragg, New] Company responds that its agents’ com- ° 9 geet 
oe Atlant pensation represents one of the highest sae cdaanrerdinct saan 8 da 1 Program for Agency Managers and seg 
Angeles, and] averages in the business. This phase of Training for management posts Managers, who train and supervise Fi 
Washington} the dispute is involved in complex dollar . on Underwriters 
Denver, was} valuations of various differently labeled ‘ Junior Officer training, for selected division 
Elmer NJ items in the agents’ contracts of the heads Home Office course for Agency Cashiers 
is M. Eiset-] three big combination companies includ- : 
.er members| MZ vacations, commission schedules, rs 
ney service fees, conservation pay, renewal eee 
rights, commissions on converted group, E 
Permission to en i i 
uets Bice fou engage in outside work, ae Our 2ud Conturg of Sewice 


utual Litt | Eepense Limitation Law L Li F E 
antly. Spea'| A company official said that under its 


raller, supe] latest offer it will be paying 9934% of 
pert Scribnet What it is allowed to aol — INSURANCE COMPANY of NEW YORK 
Rias} 213-A, the New York expense limitation one 
Richard statute on industrial business. (Else- | . ae 
Sinai tempt] where in this edition, see story on the BROADWAY AT 55TH STREET Pesweed, x Guoome NEW YORK 19, NEW YORK 
yrney. oa eating involving this and its related woe 
. “Man of te statute conducted by the New York 
ntribution ") joint legislative committee on insurance 
| fates and regulations.) Current projec- 
$ for year-end totals indicate, he 
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U. 8. LIFE.... 
A Better Life to Live! 


America’s faith in the future and desire for world 
progress are shown by our generous aid to many 
distant countries. 

‘ In the search for international peace and individual 
prosperity, the people of the United States are helping 
the economic recovery of many countries (1) by raising 
standards of living, (2) by enabling free nations to pro- 
tect their independence, and (3) by assisting individuals 
to protect their liberty. By helping others we help our- 
selves make U. S. Life .. . A Better Life to Live. 

Ok °F 
The United States Life Insurance Company in its 102nd year 
extends best wishes on the centennials of the Berkshire Life 
Insurance Company, Massachusetts Mutual Life Insurance 
Company, and Phoenix Mutual Life Insurance Company. In 


the words of Captain Eddie Rickenbacker, “If a thing is old, 
it is a sign that it was fit to live. The guaranty of continuity 


is quality.” 

The 
United States Life 
INSURANCE COMPANY 


In the City of New York 
84 William Street, 
New York 38, N.Y. 














Moder n life, accident, sickness 


and hospitalization plans give Reliance 
representatives a sales advantage. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 














debit.” Cars driven by striking agents 
toured debits of men who did not want 
to strike and used various means to in- 
timidate the non-strikers. 

On Monday, more than 100 pickets 
marched outside the company’s Empire 
State Building regional district agency 
office for the New York area. A larger 
number gave its attention to the Newark 
home office and a mass demonstration 
was scheduled there on- Friday. 

In New Jersey the state AFL threat- 
ened to seek cancellation of group in- 
surance plans covering its members 
underwritten by Prudential unless a 
prompt and amicable agreement was 
reached with the agents. 

Mr. Shanks said the strike could help 
no one and that it would hurt agents 
and their families particularly. He also 
expressed the belief that the AFL union 
was using the strike as a method of out- 
demonstrating and outfighting compet- 
ing unions seeking to represent the 
company’s agents. He was referring to 
the Insurance & Allied Workers Organ- 
izing Committee, CIO, which represents 
John Hancock district agents, and whose 
right to represent Metropolitan Life 
agents has been voted upon by them in 
several states. 


Areas Not Involved 


States not involved in the strike be- 
cause agents, in them are not organized 
include Arizona, Arkansas, Idaho, Mis- 
sissippi, Montana, Nevada, New Mexico, 
North Dakota, South Dakota, Texas, 
and Wyoming. Agents in Minnesota, 
Wisconsin, and the area of Ohio outside 
the cities of Toledo and Bryan are mem- 
bers of another union. Colorado agents 
were expected to strike next week when 
an eight day cooling off period required 
by state law expires. 


Judge Dismisses 


Texmass Suit 


Judge Charles E. Wyzanski, Jr., in 
U. S. district court in Boston dismissed 
on the merits, after full argument, the 
Texmass case in which several policy- 
holders of the Massachusetss Mutual 
and John Hancock Mutual made certain 
allegations regarding insurance com- 
pany investment matters. 

President Leland J. Kalmbach of 
Massachusetts Mutual says that this 
decision affirms the correctness of the 
company’s position in bringing these 
matters to the attention of the policy- 
holders at the annual meeting on April 
11, at which time the policyholders 
showed their confidence in the directors 
by voting that it was against the best 
interests of the company to pursue 
further these suits pending in the 
United States district court and that 
such suits should be withdrawn. 


Eastern Met Agents 
Vote in CIO Union 


Metropolitan Life agents in the 
greater New York area, New Jersey 
and Pennsylvania have voted in the 
Insurance and Allied Workers Organ- 
izing Committee, CIO, as their collec- 
tive bargaining representatives. About 
4,600 agents were involved. 

The tallies in New York showed 
1,213 for the union and 507 against, in 
Pennsylvania, 1,023 to 702, and in New 
Jersey 820 to 377. 

Once the union is certified by the 
N.L.R.B. as bargaining agent, proced- 
ure calls for it to ask the company for 
negotiations for a new contract. This 
will probably take several weeks. Met- 
ropolitan Life agents have not been 
represented by a union since 1948, when 
they dropped the leftist UOPWA as 
their bargaining agent. 


Clarke Speaks at Milwaukee 


Howard E. Clarke, Chicago sales 
consultant; spoke at the December 
luncheon meeting of the Milwaukee 
C.L.U. chapter on “Some Ideas Which 
Sell Life Insurance Today.” 











N. Y. Proposal Held 
Threat to Some 
A. & H. Insurers 


NEW YORK — New York - licenseq 
life companies doing a large A. & 
business in relation to their life writings 
are considerably concerned about the 
proposed substitute for the present sec. 
tion 213 of the New York expense limi. 
tation law governing life companies, 

This was brought out by Douglas 
Bell, assistant counsel of Paul Revere 
Life, at the hearing held here last week 
on revision of section 213 by the Condon 
committee of the New York legislature 

The proposed change would force life 
companies doing an A. & H. business to 
prorate advances to agents between life 
on the one hand and A. & H. on the 
other in proportion to the volume of 
first-year commissions for these two 
classes. This introduces a complication 
inasmuch as many companies pay 
lower rate of commission on A. & 
than on life. 


Basis Would Be Distorted 


They make advances against the 
A. & H. commissions but if they had to 
be prorated according to the A. & 
commission volume and life commission 
volume the result would be to charge q 
disproportionate amount against life 
commissions. This might result in a 
company’s going over the New York 
expense limit, whereas if the advances 
were recorded as being made agains 
whichever line of business was actually 
the case the company would not be jn 
trouble. 

The law contains a proviso that a com. 
pany can take its case up with the New 
York department but companies would 
prefer not to be in the position of proy- 
ing that what they are doing is all righi, 

Basically the companies don’t like the 
idea of what is regarded as an entering 
wedge for state control of A. & H., com. 
missions. This would be _ particularly 
bad for life companies writing A. & H, 
because they are in competition with 
casualty companies and A. & H. 
cialty companies that would not be sub- 
ject to the limit. 


Department Wanted Provision 


The subcommittee of the life com- 
panies’ committee on section 213 that 
drafted the bill reported against the 
Provision but it was included in the 
final draft at the insurance department's 
insistance. 

The amount of first year commissions 
are not a real test, the companies in- 
volved point out, because a company 
could increase its first year and A. & H. 
commissions by 200% and this would 
keep the advances where they belong 
even though prorated according to the 
proposed formula. The companies af- 
fected contend that the department has 
enough authority already, through the 
annual statement reports and its audit- 
ing procedure. The prorating provision 
had been heard of but was not known 
about for sure until the companies’ com- 
mittee officially filed its latest draft bill 
with the legislative committee last week 

One fear is that it would be a step it 
the direction of the situation that com 
fronts Canadian life companies. That 
is, the Canadian companies are not al 
lowed to use life assets or surplus in de 
veloping A. & H. business. Therefore, 
Canadian life companies don’t do a 
A. & H. business to any extent. 





Welcome, Farewell in Neb. 


Insurance federation of Nebraska is 
giving a dinner at Lincoln Dec. 18 m 
farewell to Bernard Stone, outging it- 
surance director and piping a 
ig Laughlin, who becomes director 

an. 1. 


Charles L. Sehner of Prudential 2 
South Milwaukee, was honored at a dit 
ner marking his retirement after 
years. 
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CONTRADICTS WSB? 


SSB Prohibits 
Rate Increases 
for Ordinary Agents 


WASHINGTON — Salary _ stabiliza- 
tion board regulation 5 signed by the 
economic stabilizer appears to prohibit 
any increase in commission rate for 
non-unionized life insurance salesmen. 
This is in direct contrast to the ma- 
jority report of a wage stabilization 
board panel which would permit ad- 
justments in the compensation rate of 
organized life agents where such ad- 
justments are permitted by state regu- 
latory officials. The WSB majority re- 

rt is not a regulation as yet, but 
should it become so this duality be- 
tween the two agencies would appear 
to permit, where state insurance com- 
missioners approve, increases in the 
commission rate for debit agents and 
yet permit no increases for ordinary 

ents. The wage board would not be 
obligated to pursue the salary board 
policies despite the fact that uniformity 
and coordination in treatment of com- 
mission matters by the two boards have 
been approved by the salary board. It 
may be a hard job to get the views 
matched, though the door is left open 
for the adjustment of policies of the 
two boards. 

Regulation 5 of the SSB states that 
increases in commission rates will not 
be allowed “for such increases in com- 
mission rates usually result in perma- 
nently increased selling costs.” 

The regulation provides that a sales 
employe who is compensated only by 
commissions may receive a drawing ac- 
count or salary against commissions 
up to but not to exceed 77% of his 
total earnings in the calendar year 1950 
or of the average of his total earnings 
in the calendar year 1950 or of the 
average of his total earnings in any 
three years of the five calendar years 
1946 to 1950. 

The salary stabilization board an- 
nounced that it would work with the 
wage stabilization board toward uni- 
formity through a joint staff. 





Permit Sales Contests 


The SSB regulation permits sales 
contests and prizes. Employers who 
had established practice last Jan. 25 of 
reimbursing sales employes for ex- 
penses incurred or paying a fixed 
amount for expenses are allowed to 
continue doing so under certain condi- 
tions. The board authorizes the SSB 
to approve adjustments in compensa- 
tion or expense allowances to correct 
hardship and inequities under certain 
conditions. 

The majority of the WSB panel, on 
the other hand, had last week urged 
that adjustments in compensation in 
commission rates for life insurance 
agents be approved where such raises 
are approved by the state insurance 
departments. 

The SSB ruling is particularly inter- 
esting because it is promulgated at a 
time when companies and agents alike 
are pushing for state law changes per- 
mitting increases in the commissions 
of agents before the Condon commit- 
tee of the New York legislature. 

Insurance people seem to feel that 
there can be no commission rate in- 
crease under the salary board’s regula- 
tion 5. They cannot see how there can 
be uniformity in administering con- 
sistently two regulations which are 
inconsistent in their provisions. There 
has been no answer from official 
sources on the contradiction in prospect 
and it is felt that the matter has not 
yet been thought through. 





Honor Travelers Milwaukee Men 


A dinner meeting was held at Mil- 
Waukee by Travelers to honor Earl E. 

gworthy, claim manager, who is 
Observing his 40th anniversary with the 





company; Raymond E. Richardson, field 


‘auditor, his 25th anniversary; Irving A. 


Loughlin, supervising casualty field un- 
derwriter, who will retire at the end of 
this year, and William W. Frost, assist- 
ant life manager, who has been ap- 
pointed life manager at St. Paul. 


Brokers Clinic at Toledo 


Ewart G. Wells, brokerage manager 
for Connecticut Mutual, will conduct 
a brokers’ clinic for general insurance 
men at Toledo on Dec. 10. Taking 
part will be Floyd A. Rosenfelt, gen- 
eral agent at Toledo, and Leslie Black, 
supervisor. 





N.A.I.C. Bulletin 
Service Idea Gets 


Cool Reception 


NEW YORK—Hugh Tollack, assist- 
ant secretary of N.A.I.C., at the execu- 
tive committee meeting of that organ- 
ization here Sunday afternoon, reported 
on the results of his questionnaire to 
insurers on his proposal to develop an 
informational service from headquart- 
ers with annual subscription price of 
$100. He addressed all insurers licensed 
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in six or more states, of which, it is 
understood there were some 700. There 
were 212 replies and 144 expressed will- 
ingness to subscribe. 

Later the executive committee in ex- 
ecutive session rejected the idea of go- 
ing ahead with such a program, at least 
for the time being. 


Hold Third Sales School 


A senior sales training school, spon- 
sored by Bankers Life of Iowa at Des ° 
Moines, was attended by 12 representa- 
tives from 10 agencies. The school, 
third in a series of four, was directed 
by Roy A. Frowick, director of training. 
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A Story of Progress 


* Organized as Accident Company June, 1909 
* Premium Income 1909..............0.0 ccc eee 
* Health Insurance added 1911 


*& Premium income 1911. ..............00 0c eens 













$ 9,197.70 


129,979.54 


* Accident and Health premium income 1920 . .. 1,786,860.87 
* Accident and Health premium 


income 1950 


eee weer ee eee es tees etvoeses 


* Life Insurance added 1920 
* Life Insurance in force end of 1920....... 2,007,500.00 


* Life Insurance premium income 1950... 
* Total Premium income 1950 


12,453,427.71 


- 12,192,479.78 
os ¥S «.. 24,645,907.49 


* Life Insurance in force end of 1950... 471,443,758.00 
* Life Insurance in force June, 1951... 500,000,000.00 


Now with premium income in all lines more than double that of Life Insurance 
alone, B.M.A. has stepped into the Billion Dollar Class in terms of Life Insurance. 


Throughout 34 states, the District of Columbia and Hawaii, B.M.A. provides 
personal income protection through Life, Accident, Health, Hospitalization, 
Surgical and Medical Care, Annuities and Reinsurance for more than 
600,000 policyowners and beneficiaries. 
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Companies Win 
Round in W. Va. 
Taxation Suit 


The circuit court of Kanawha County 
has enjoined the state auditor of West 
Virginia from imposing a foreign cor- 
poration licensing requirement and li- 
cense tax law on insurers. 

Insurance companies had not been 


asked to fulfill the requirements of the 
50 year old law until early this year. 
They had been fulfilling similar require- 
ments and paying a tax under other 
statutes applicable only to them ad- 
ministered by the insurance commis- 
sioner. 

Last February the state auditor asked 
the attorney general of the state for 
an opinion as to the liability of the in- 
surers to pay taxes under the general 
foreign corporation statute. The at- 
torney general’s office submitted an 
opinion which held that insurance com- 
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panies had to qualify under both laws, 
not only with the insurance commis- 
sioner, This meant, according to that 
opinion, they would have to pay not 
only a license tax and gross premiums 
tax but also the annual license tax im- 
posed on foreign corporations gen- 
erally. 

The opinion was opposed by mutual 
and stock casualty fire and life com- 
panies. American Mutual Alliance re- 
tained the firm of Kay, Casto, & Amos 
of Charleston to represent them. Amer- 
ican Life Convention, Life Insurance 
Assn. of America, Assn. of Casualty 
& Surety Cos., and National Board are 
represented by Steptoe & Johnston. 

The two law firms acting jointly sub- 
mitted an informal brief to the attorney 
general arguing conclusions contrary to 
his. After considering their arguments 
the attorney general’s office reaffirmed 
its opinion. 

The law suit will result in a deter- 
mination by the courts of the proper 
interpretation of the statute. Until that 
time the auditor of the state has been 
enjoined from applying the law. If the 
general corporate statute is held to ap- 
ply to a foreign insurance companies 
they will be required to pay license 
taxes for the past 5 years and, in addi- 
tion, to pay such taxes henceforth and 
submit to the general corporate licens- 
ing requirements of the state. In addi- 
tion, they will be required to pay the 
license and premium taxes and sub- 
mit to the licensing requirements of 
the insurance commissioner. 


N.A.I.C. Runs 
Out of Bids 


NEW YORK — The 1952 December 
meeting of National Assn. of Insurance 
Commissioners will be held at New 
York with the exact dates and hotel 
selection left open, it was decided by 
the executive committee in executive 
session here Sunday. The 1952 annual 
meeting in June is at Chicago, There 
were no other invitations at hand either 
for next December or thereafter. Some 
opined that this is because the conven- 
tion has become so large, the entertain- 
ment burden is more than the insurance 
fraternity in any one city wants to take 
on any more. Hence there was discus- 
sion of the idea of deemphasizing enter- 
tainment. 

The executive committee rejected the 
proposal to hold but one full meeting 
a year. That would tend to lodge much 
greater authority within the zone ap- 
paratus. There appears to be emerging 
some conflict between the zones and 
the national setup as it is. 

There was considerable discussion of 
meeting procedures centering about a 
sharply critical letter that had been 
composed by Jorge Font Saldana, the 
Puerto Rican commissioner, and a 
response by Insurance Director Day of 
Illinois. One idea that is being con- 
sidered is to have one day following 
the convention as it is now known, for 
commissioners only, the welcome mat 
being removed for the camp followers. 


Top W. Va. Court Upholds 
Equitable Mortgage Plan 


Equitable Society’s assured home 
ownership plan has been upheld by the 
court of West Virginia. This week the 
supreme court of appeals denied the 
application of the West Virginia in- 
surance commissioner for leave to ap- 
peal from the recent decision of Judge 
Julian F. Bouchelle of the circuit court 
of Kanawha county who had held that 
the society’s plan did not violate state 
law. The action disposes of this litiga- 
tion in that state. 











Connecticut General has declared a reg- 
ular dividend of 40 cents a share on capi- 
tal stock and a special dividend of 10 
cents a share, both payable Jan. 2 to 
stockholders of record Dec. 21. Similar 
payments were made at this time last 
year. 
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tion board with the conference adjourn. | 4 2 
ing some time that afternoon. allowe 
This is the first full-dress midyear | S4"°¢ 
meeting to be held by the state asso. | ™4f8" 
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Security Benefits Are Compensation 


(CONTINUED FROM PAGE 4) 





a 
ives the 27 cents per $1,000 figure 
mentioned above. 

If the proposed law is enacted it is 
doubtful that any company will increase 
compensation to the full limit provided, 
pecause it has been traditional in the 
life insurance business to maintain a 
margin between all statutory expense 
limits and actual expenses, according to 
the McLain statement. However, 
should a company increase its agents’ 
compensation, it does not necessarily 
follow that this will result in an in- 
crease in the cost of its insurance. More 
business of a better quality will cut 
mit expense rates, particularly among 
smaller companies, which can expect to 
operate at a lower unit expense rate 
as they grow. 

“The primary purpose of section 213 
js to prevent extravagence,” the state- 
ment adds. “The committee is of the 
opinion that a margin of less than 1% 
of premiums between the statutory limit 
and a typical commission scale can be 
allowed without resulting in extrava- 
gance. Even if the full amount of that 
margin is actually paid by some com- 
panies, either as direct compensation or 
security benefits to agents, such action 
will hardly constitute extravagance.” 


Payments After Termination. 


To further encourage management to 
use the aggregate margins inherent in 
the business currently in force in those 
agencies where the margins will most 
eficiently aid in service to the public, 
the McLain committee recommends 
strengthening of the individual policy 
limitations of the present law on com- 
missions that can be paid after termina- 
tion of service as agency manager. 

It is proposed that overriding com- 
missions payable after termination as an 
agency manager be limited to commis- 
sion on policies less than 15 years old 
at the time of such termination, which 
were written while the agency was under 
the supervision of the terminating agency 
manager. The limits recommended are 
5% of the balance of first-year premi- 
ums due after termination on such 
policies, and 2% of the balance of the 
frst 14 renewal premiums due after 
termination. 

The proposed treatment of managers’ 
compensation facilitates the opening of 
New agency points on a general agency 
basis, according to the statement. By 
divorcing the general agents’ initial 
compensation from the present exact 
telationship with individual policies sold 
or serviced, a much more satisfactory 
method is made possible. The compensa- 
tion permitted by the present law ex- 
ceeds what is necessary to obtain the 
services of a new general agent of the 
required caliber for an agency in which 
a substantial number of policies are in 
force. 


SCRATCH AGENCIES 








In a new general agency, starting 
from scratch or with but little insurance 
in force in the territory, the company 
must either find a financially independ- 
ent individual willing to support him- 
self and invest money in an agency or 
tesign itself to the realization that its 
appointee will immediately go into debt 
to. get the money necessary to develop 
4 general agency. The uniform treatment 
of compensation paid to agency man- 
agers will facilitate the development of 
the _smaller companies, which have 
traditionally operated on the general 
agency basis. 

_The proposed statute recommends 
limits both for agency expenses and for 
the general insurance expenses of the 
company as a whole. For most com- 
Panies the basic allowance for agency 
expenses is 20% of the first year pre- 
mimus, plus $1 for each policy. plus $1 
or each $1.000 of insurance in force. 
If 20% of the first-year premiums does 





not amount to at least 10% of such 
premiums, plus $3 per $1,000 of such 
insurance, then the latter amount is 
allowable. 

This avoids the possibility, the state- 
ment points out, of an inadequate limit 
in the future if the trend to term insur- 
ance continues, and gives equitable 
treatment to non-participating companies 
with low premium rates. A_ further 
graded allowance is permitted to assist 
smaller companies, ranging from $1.50 


per $1,000 on the first $100 million of 
insurance in force to 65 cents for com- 
panies 2+ the $500 million level and less 
than 3 .snts per $1,000 for the largest 
companies. 

A comparison of the basic allowance 
for agency expenses with certain as- 
sumed agency expenses is given in a 
more detailed brief to be furnished the 
Condon committee later and will show, 
according to Mr. McLain’s statement, 
that on a commuted value basis the 
excess of the proposed allowance over 
reasonable expenses is only about 10%— 
“certainly not an excessive leeway 
against the possibility of further in- 
creases in costs in the future.” 


The graded allowance per $1,000 in- 
surance in force is recommended to 
permit reasonable development work 
and in recognition of the needs of 
smaller companies. It is graded down 
sharply by size of company. In recog- 
nition of the needs of very small com- 
panies, further provision is incorporated 
in the statue so that the $1 per policy 
amount would not be less than $25,000. 

The proposed statute provides less in 
the aggregate for agency expenses than 
present section 213 but it does increase © 
the limits for many small companies. 
However, the McLain committtee does 
not expect that all small companies will 


(CONTINUED ON PAGE 25) 





Back across 
the years... 


National Life 
began business 
in 1850 just after 
the first railway 
came to Vermont. 
Of all the legal 
reserve life insur- 
ance companies 


now doing business in this country, only eight 
were organized before National Life. 





Dr. Dewey’s mortar 
and pestle are still 
preserved in the 
Montpelier home 
office of the 


company. 


The soft light of a candle 


il 








. . . the scratch of 
a quill — National 
Life’s one-man 
accounting depart- 
ment in the first 
year of business. 


al has paid over 
$625,000,000.00 
to beneficiaries 


and policyholders. 


of Admiral George Dewey 


of Manila 
Bay fame. 





Since then Nation- 


as he made his round of \ 
patients. He was the father m, 





The first death claim 
of National Life—paid 
so promptly a special 
card of thanks was 
published by the ben- 
eficiary, the widow of 
a Vermonter who died 


Dr. Julius Y. Dewey, a founder of National 
Life, sold life insurance from his saddlebags 







National Life’s first safe, a salamander safe, 
so-called. Small, but it probably could have 


held the total assets of 
the company at the end 
of the first year of busi- 
ness— $103,713. Today, 
National Life is twenty- 
- first in size in the country 
with assets of over $452 


million. 
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in the gold rush to California. 


Now over 200,000 policyholders . . . over 
a billion dollars of insurance in force... 
over a century of service to the nation... 
Solid as the Granite Hills of Vermont. 
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Washington Representation Works Well 


Ideas that are good in theory don’t 
always turn out that way when applied 
to the practical problems of everyday 
business and political life. 

That was the situation when Life In- 
surance Assn. of America and American 
Life Convention decided in 1950, after 
years of deliberation, that the business 
needed representation in Washington. 

The necessity of maintaining an office 
there had been emphasized as govern- 
ment participation in business grew 
during the ’30s and spread further dur- 
ing the war. All other businesses were 
represented there. Why shouldn’t what 
had become the largest of the financial 
institutions be on hand to look out for 
itself when, everyday, legislation was 
being debated and administrative regu- 
lations were being issued that vitally ef- 
fected its existence? 

The next problem, then, was to be 
represented by men who were in the 
truest, trusteed sense of the words—life 
insurance men. The functions of the 
office didn’t call for mere legislative 
representatives who know the caprices 
and whims of Washington. They re- 
quired men who knew life insurance as 
well as the politics, mechanics and 
pressures of big government. 

The implementation of the idea of 
Washington representation depended 
upon the men accomplishing it. Only 
good men could make the idea work. 


Now that the results are in on the 
first full year of capital representation, 
the business is assured that the idea and 
the men selected to carry it out are ex- 
cellent. In the 1951 legislative and ad- 
ministrative year, life insurance acquit- 
ted itself very well. That record befits 
a business which has demonstrated its 
willingness to voluntarily subject itself 
to reasonable taxation, among other 
things, and in every way to cooperate 
fully with the government. Life insur- 
ance is not intent upon serving its sel- 
fish ends. Life insurers appreciate that 
there is a national emergency. As al- 
ways it is a public interest business. 

Still the business is putting up in the 
nation’s capital a vigorous self-defense 
of policyholders and has been able to 
take prompt and constructive affirmative 
action wherever necessary. 

Of course, success in Washington de- 
pends greatly on grass-roots support 
countrywide. There can never be too 
much of that. 

L,I.A.-A.L.C. Washington representa- 
tion is in a sense then a tribute to the 
boards of both organizations for origi- 
nating and fostering the idea, and to the 
men they chose to effect it—Eugene M. 
Thoré, general counsel of L.I.A., and 
Robert L. Hogg, executive vice-presi- 
dent of A.L.C. It is a fine idea and 
these representatives are making it work 
well. 








PERSONAL SIDE OF THE BUSINESS 





Frank Viehmann, the Indiana commis- 
sioner, over the week end had a re- 
union with his navy officer son while at 
New York for the commissioners’ con- 
vention. The son is Lt. (j.g.) F. Joseph 
Viehmann, who is an Annapolis grad- 
uate of 1947 and who is now in the sub- 
marine service stationed at New London. 

Dismissed from the hospital in his 
home town of Newport, Commissioner 
M. O. Allen of Tennessee has returned 
to his office at Nashville after 10 weeks 
absence from an illness never completely 
diagnosed. 

Walter Robinson, insurance director 
of Ohio, and August Pryatel, Ohio dep- 
uty, took in the Army-Navy game at 
Philadelphia en route to the N.A.I.C. 
meeting at New York. 

Devereux C. Josephs, 
New York Life, has been named 
eral chairman of the greater 
York Community Chest campaign. 

Charles W. Bergstrom, assistant 
supervisor of public relations and ad- 
vertising for Prudential, has retired after 
47 years with the company. Mr. Berg- 
strom joined the company in 1904 as a 
stenographer, and in 1907 was appointed 
executive stenographer in the office of 


president of 
gen- 
New 


John F. Dryden, company founder. In 
1936, he became secretary to President 
Edward D. Duffield, and for the next 
11 years served each successive presi- 
dent. In 1947 he helped develop the pub- 
lic information department. 

A. E. Archibald, vice-president Volun- 
teer State Life, has been named chair- 
man of the Heart Association drive ‘in 
Chattanooga and Hamilton county, 
Tenn. 

Horace H. Wilson, general agent of 
Equitable Society in New York City, 
served as chairman of the autumn din- 
ner of Les Amis d’Escouffier, New York 
gourmets’ society. 

Albert Hirst, New York City attorney 
well known for his articles on the legal 
phases of life insurance, has been elected 
vice-chairman of the committee on un- 
lawful practice of the law of the New 
York County Lawyers Assn. 

Much interest at the N.A.I.C. meeting 
at New York centered on Bernard Stone, 
Nebraska insurance director, since the 
newspapers in his home state have been 
speculating on the possibility that he 
may be named to the vacancy at Wash- 
ington caused by the death of U. S. Sen- 
ator Wherry. The appointment would 


be for one year. There is no one closer 
politically to Gov. Peterson of Nebraska 
than Mr. Stone. 

Harry C. Haggerty, financial vice- 
presideat of Metropolitan Life, is slated 
for election to the board of National City 
Bank of New York at a shareholders 
meeting Jan. 8. 

Theo. P. Beasley, president of Re- 
public National Life, has been elected 
to the board of thé National City 
— Church Corp. at Washington, 


George L. Harrison, chairman of New 
York Life, is a member of the policy 
sub-committeee of the Committee for 
Economic Development. 

E. Kirk McKinney, president of Jef- 
ferson National Life, has been elected 
president of Ready Mixed Concrete 
Corp..of Indianapolis. 

Penn Mutual honored Lowell L. New- 
man, general agent at Fort Wayne, 
Ind., who was celebrating 30 years with 
the company, at a dinner there. It 
climaxed a day-long agency meeting 
and dedication of the new headquart- 
ers of the Newman agency. He is a 
member of the Million Dollar Round 
Table and for many years was the com- 
pany’s leading producer. 

Clarence J. Skelton, vice-president and 
director of agencies for Republic Na- 
tional Life, has been elected to the 
board of the Institute of Insurance Mar- 
keting at Southern Methodist unver- 
sity. 

Robert D. Aufhammer of the Schnell 
agency of Penn Mutual Life at Los 
Angeles has been selected as an in- 
structor for a new course on the prin- 
ciples of insurance at Los Angeles state 
college. 

Holgar J. Johnson, president Insti- 
tute of Life Insurance, who is also the 
chairman of the Armed Service 
Y.M.C.A., officially opened the La- 
fayette Square USO in Washington. 

Solomon Huber, general agent of 
Mutual Benefit Life in New York City, 
a member of the faculty at the New 
School for Social Research, has been 
filling in as a visiting professor at New 
York University for Dr. Joseph S. 
Keiper, who is ill. He also substituted 
recently for Denis B. Maduro, New 
York attorney, before the Estate Plan- 
ning Council of Long Island, and for 

G. Kenagy, Mutual Benefit vice- 
president, as instructor in the C.L.U. 
management course at the Insurance 
Society school. 








Boston C.L.U. to Hear Redpath 
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ROY B. RUMMAGE, 65, Arizona jp. Re 
surance director, died suddenly a 
Phoenix. He was stricken early Satyp ' 
day morning and died shortly afterward Po. 
at the hospital. 

Mr. Rummage had been head of the | Het 
Arizona insurance department since 1937 previc 
in 1945 being appointed director for g | UNDE! 
term of six years under a new law creat. 
ing a separate insurance department jp || retent 
the Arizona corporation commission, Mr || Colt 
Rummage taught school in Kentucky and |} mum 
Oklahoma until moving to Arizona jn |} $5,000 
1914, and then for three years was with || come 
the postoffice at Tempe as a mail care }) $250 1 
rier before retiring for 11 years becauge | Cro 
of ill health. In 1928 he became a publie | tion li 
accountant and later was in the Marj. | vance 
copa county recorder’s office. He went | rather 
with the insurance division in Arizona | amoun 
in 1933, becoming director four years | advanc 
later. to $50, 

Harry Nason, Arizona deputy, was Indi 
attending the N.A.I.C. meeting, but flew | son-m« 
home on receiving word of Mr. Rum. | +9, $5 
mage’s death. 10-35; 

FRED C. PHILLIPS, 54, manager of 41-45, 5 
Federal Life & Casualty at Erie, Pa, } $2,5 
died there. . 

FREDERICK C. EWALD, 46, mor | John 
gage loan officer at Minneapolis of ff fimits 
Northwestern National, died there. He ff 15-30. | 
had spent his entire business career $5,000; 
with Northwestern National. $5,000. 

W. M. BURTON, 55, brother of 4. jj is $2,50 
M. Burton, retired founder of Life ang | Mom 
Casualty Insurance Co., died at Coral |} the isst 
Gables, Fla. Mr. Burton was a former |] Natio 
district supervior at Knoxville, Tenn, |] been in 

There were many life insurance no. Pacifi 
tables from the midwest present at indemni 
funeral services at Evanston, III, for |] 8° vie 
C. M. CARTWRIGHT, editor emeritus || “2se 
of THe NATIONAL UNDERWRITER, Mr. Provi 
Cartwright was buried in Memorial Park monthly 
cemetery just west of Evanston. #200 to 

J. J. HURLBERT, 72, of Kansas City || nce 
Life, died at Los Angeles following an ||  fathe 
operation. Mr. Hurlbert had been with | Unite 
the company 15 years at Los Angeles, juvenile 

LAWRENCE M. BOGLE, 55, Bankers | 
Life of Iowa, Ottumwa, Ia., died of a | at age 
heart attack at Mt. Pleasant, Ia. Mr premiun 
Bogle joined the agency in 1941, prior to 

ROBERT B. KININGHAM, 65, Wauke- | Unite; 
gan, Ill., agent for Northwestern Mu- double 
tual, died there. He had been with the to $50,0: 
company for 39 years. ‘atrease: 


E. H. Henning, president of Illinois 
Bankers Life, had to shorten his stay at 
New York for the commissioners meet- 
ing when he was notified of the death at 
Kansas City of his mother-in-law, Mrs 
W. L. HARRIMAN, aged 83. 
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___ POLICIES 


Recap of Recent 
Policy Changes 


Here are recent policy changes not 

previously reported in THe NATIONAL 
UNDERWRITER: 

American National has increased its 
| retention limits from $50,000 to $75,000. 

Columbus Mutual has increased maxi- 
mum waiver issued to that purchased by 
$5,000 annual premium, Maximum in- 
come disability is raised from $150 to 
$250 monthly. 

Crown Life has increased its reten- 
tion limits from $60,000 to $75,000. Ad- 
yance premiums are discounted at 214%, 
rather than 2%, and the maximum 
amount accepted to pay premiums in 
advance has been increased from $25,000 


0 $50,000. 
Indianapolis Life has increased its 
non-medical limits as follows: Ages 


9, $5,000; men and single women ages 
10-35; $7,500; ages 36-40, $5,000; ages 
41-45, $2,500. Married women are limited 
to $2,500 up to age 45. The company 
js now issuing term to 65 and term 
riders on a substandard basis. 

John Hancock raised its non-medical 
limits to a maximum of $10,000 at ages 
5-30. Other maximum limits are 0-14, 
$5,000; ages 31-35, $7,500; ages 36-40, 
$5,000. Maximum for married women 
is $2,500, ages 15-40. 

Monumental Life has just commenced 
the issuance of substandard term. 

National Fidelity retention limits have 
been increased from $10,000 to $12,500. 

Pacific National now issues double 
indemnity down to age 10 instead of 
age 15 as heretofore. It has also in- 
creased its non-medical limits. 

Provident L. & A. has changed its 
monthly income disability limit from 
$200 to $250 monthly. Substandard in- 
surance will now be written up to age 
65 rather than age 60. 

United Benefit has introduced a 
juvenile policy with insurance quintpled 





Bankers | 
fc | premiums in addition to the face amount 


at age 21 and providing for return of 


prior to age 21, 

United States Life has increased its 
double indemnity limit from $25,000 
to $50,000. Retention limits have been 
increased from $35,000 to $50,000 





New York Life Increases 
Dividends on Some Policies 


Dividends to policyholders of New 
York Life in 1952 will be approximately 
$59,100,000 as compared to $56,230,000 
for 1951. 

,, The company board voted to continue 


df for 1952 the same dividend scale for or- 


dinary policies that has been in effect 
for 1951 except that (1) annual divi- 
, dends on policies which contain an in- 
come or installment disability benefit of 
aform issued prior to Jan. 1, 1932, will 
i general be increased, (2) the 20th year 
extra dividend will include for the first 
time a waiver of premium and double in- 
_demnity extra dividend element on poli- 
cies containing such benefits of a form 
issued after Jan. 1, 1932, and (3) the 
Waiver of premium extra dividend ele- 
ment included in the 10th year extra 
dividend on policies containing such 
benefit issued to women will be in- 
creased. 














General Agents Confer 


Ohio State Life is holding the second 
ot a series of management conferences 
at Columbus this week, with about a 
dozen general agents in attendance. 
Warren F. Howe, superintendent of 
agencies, is in charge. 


Woods So. Texas Manager 


W. Tyson Woods has been appointed 
Manager for Southland Life in south 
€xas_ with headquarters at Corpus 
Christi. He suceeeds Harry Wood, Jr., 








who has been there since 1949. Mr. 
‘Wood, who has been with Southland 
since 1944 asked to be relieved of man- 
agerial duties to return to personal 
production at Corpus Christi. 

Mr. Woods started as an agent in 
south Texas in 1950 and has a notable 
production record. 





New Regional Director 


West Coast Life has appointed Robert 
Cecil, who has been manager at Los 
Angeles, as superintendent of agencies 
of the southwest division. W. L. Hardy, 
home office agency manager, becomes 
agency superintendent for the recently 
created north central Division which 
takes in the territory north, east and 
immediately south of San Francisco. S. 
Battleson, manager of the A. & H 
department, is now agency superinten- 
dent for the central division. Mr. Hardy 
and Mr. Battleson will maintain head- 
quarters at the home office. 

Mr. Cecil was with the company in 
Manila and was a war prisoner from 
1942 until 1945. Mr. Hardy has been 
with the company 20 years as agent 
and agency manager. He took over the 
home office agency in 1938. Mr. Battle- 
son joined the company in 1924 and 
when its A. & H. department was or- 
ganized. 


Fischer at St. Louis 


The basic necessity of maintaining a 
constant flow of competent, enthusiastic 
and energetic new personal producers 
so as to maintain a satisfactory and ade- 
quate volume of new business from 
year to year was stressed by Chester 
O. Fischer, vice-president of Massa- 
chusetts Mutual, in addressing General 
Agents & Managers Assn. of St. Louis. 

He discussed the place of the general 
agent or branch manager in the produc- 
tion picture from the viewpoints of the 
general agent, an agency vice-president 
of a life company and the manner in 
which the general administrative vice- 
president of a company approaches the 
production situation, drawing on _ his 
experience in all three fields. 








Loughrin Agency Honored 


John P. Loughrin and associates in 
the general agency of Old Line Life at 
Oshkosh, Wis., were honored by com- 
pany officials at a dinner meeting in 
that city as the first agency to fill 
its quota for 1951 in paid business. Paul 
A. Parker, agency director, was toast- 
master. 





Monroe Speaks at Newark 


Pointing out that the public is always 
receptive to ideas for legitimate tax 
saving, Stuart A. Monroe, associate gen- 
eral agent for Mutual Benefit at New 
York City, told Newark C. L. U.’s that 
the practical aspects of estate planning 
are valuable as a selling point and also 
as a prestige builder for the underwriter. 

“Life insurance can perform its in- 
tended service,” he said, “only if it re- 
lates the objectives of the prospect to 
the inventory of his property and 
income.” 





Guarantee Mutual Conference 


There were 50 general agents attend- 
ing Guarantee Mutual’s general agents’ 
meeting at San Antonio. Information 
was given cocerning the company’s new 
training program and new material 
which is being developed in the accident, 
sickness and hospitalization department. 





Bankers Life of 
Nebraska has named 
George C. Spencer 
general agent at Se- 
attle. Mr. Spencer 
has opened an 
agency in the Joseph 
Nance building. He 
has been an _ agent 
with Bankers Life of 
Iowa for 10 years at 
Portland, Ore. 








More Pension Funding 


Because taxes go up in 1952, corpora- 
tions with pension plans may do more 
funding this year than they anticipated. 
This sort of thing often happens in 
trusteed plans or deposit administra- 
tion arrangements where there is no 
fixed annual premium. But Treasury 
rules are strict and any firm can be 
assured that close scrutiny will be given 
to pension planning which seems to be 
guided more by tax avoidance than by 
pending objectives. 





Prudential Helps the Press 


Following its customary practice of 
providing editors with facts, Prudential 
has sent out a great amount of very 
useful background material about itself 
and its relations with its district agents 
in connection with the current strike. 
This material explains in elementary 
language where the company stands in 
the matter. It also goes to great pains 
to define for the non-insurance people 
who are editing and writing for news- 
papers just what district agents are and 
what such terms as “debit” mean. 

This information is sent out in in- 
formal memorandum style to editors, 
bearing the signature of George M. 
Johnson, director of public information 
for Prudential. It has proven extremely 
useful even to insurance newspaper 
editors who would presumably be better 
posted than editors of general news- 
papers. 

It is obvious that a company which 
takes the trouble to present such fact 
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sheets to the press comes in for much 

fairer and more accurate treatment in 

news stories than a company which 

takes no such action or tries to evade 

responsibility for making any kind of 

statement of the issues to the press or . 
to the public. 





Support for War Clauses 


The prolonged peace negotiations in 
Korea, accompanied by sustained fight- 
ing and increasing casualty lists, has 
convinced underwriters who advocated 
the use of war clauses that they were 
right. With the release of the recent 
atrocity reports and the addition of sev- 
eral thousand men to the death rolls 
they have received additional statistical 
support. Unlike the last war after which 
a great many prisoners returned, many 
of those now listed as missing in action 
or as prisoners may not be returning, 
if the tragic horror stories are believed. 


Watch Steel Negotiations 


Group men are very interested in the 
results of the current negotiations be- 
tween the CIO steel workers union and 
U. S. Steel. The pattern may be set 
for future developments in the group 
business. Many employers will wait to 
see what steel does before they decide 
on welfare plans for their employes. To 
date the subject of welfare benefits or 
pensions seems to have had little if any 
discussion. Unions: are more interested 
in take home pay, an annual wage guar- 
antee and other benefits. These factors 
do not support the augury of a post 
freeze group boom. 
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WANTED AGENCY SUPERVISOR 


A well financed mid-western life insurance company having 
between 50-100 million in force wants a field supervisor 
to work in the mid-west. Will have a liberal general agent 
contract with expense allowance to sell. Compensation to 
be salary and bonus based on results. Experienced man 


Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 


Address J-20, The National 
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LIFE AGENCY CHANGES 





Equitable Society Names 
Four New Managers in 
East, Two in New York City 


Four new agency managers have been 
named in the east by Equitable Society. 
J. Brooke Johnston, former manager at 
White Plains, N. Y., will now head the 
A. V. Ott agency of New York City. 
The White Plains agency will be op- 
erated as a district office. Mr. Ott is 
retiring. 

L. G. Strouse has been named Provi- 
dence manager. He succeeds John D. 
Kennon, who has been transferred to 
Springfield, Mass., as agency manager. 
Sidney J. Smith, former Springfield 
manager, has been transferred to New 
York to take over the L. A. Miner 
agency. Mr. Miner will continue as 
associate. 

Mr. Johnston has been with the com- 
pany since 1930 and was named manager 
at White Plains in 1945. Mr. Strouse 
joined the company in 1942 and has 
been a district manager at Washington, 
D. C. Mr. Kennon has been with the 
company since 1938 and has been Provi- 
dence manager for a year and a half. 
Mr. Smith joined Equitable in 1943 and 
was named district manager at Youngs- 
town, O., in 1946. He was appointed 
Springfield manager in 1949. 


Prudential Appoints Three 


Prudential has appointed three new 
managers in the far west. They are 





Herb H. Schilbe at Fresno; H. Dean 
Hoff, at Boise, Ida., and Wesley E. 
Lucas, at Santa Ana, Cal. 

Mr. Schilbe has been assistant man- 
ager at San Diego and is a marine 
corps veteran of the last war. Mr. Hoff 
joined Prudential in 1944 and was ap- 
pointed assistant manager at Idaho 
Falls in 1949. Mr. Lucas was assistant 
manager at Long Beach, and joined 
Prudential in 1939. He is a navy veteran 
of the last war. 


Penn Mutual Names Smith 
to Succeed Clover at K. C. 


Penn Mutual Life has appointed 
W. B. Smith general agent at Kansas 
City to succeed Wayne Clover, who will 
continue in personal production. Mr. 
Smith joined the company in 1938 at 
Faucett, Mo., and in 1949 he moved 
to Toledo, Mo. Mr. Clover had been 
general agent at Kansas City since 
1938, and before that he was general 
agent at Wichita. 


Bankers of Ia. Appoints Two 


Bankers Life of Iowa has appointed 
two group_ representatives, Richard 
Burke at Detroit, and Dale Howe at San 
Francisco. 

For the past four years Mr. Burke has 
been with the Michigan Hospital Serv- 
ice in sales and service work, and before 
that was in insurance sales work with 
his father in the C. F. Burke & Son 
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R & R Presents: 
Seven gift sug- 
gestions for 
those in the life 
insurance busi- 






















$ 


Woodson. 
and life insurance. 
Business Insurance, by E. H. White, 
CLU. A complete, authentic text. 
pages. 


My Personal History and Family Record. 
A book everyone should own. Validates 
family and personal records. 
saddle-finished cover. A beautiful gift, 
certain to be highly appreciated. $5. 


How I Raised Myself From Failure To 
Success. 
how he became one of the “highest paid” 
underwriters in America. 288 pages. $3.95. 





GIFT SUGGESTIONS 


R & R Magaszine—Sales ideas and moti- 
Vv 
insurance magazine published. $2 year. 


ation. No advertising. Most quoted life 


Logic of Life Insurance, by Paul Speicher. 
Should be in the “lending library” of 
every agent and agency. 
pect and agent. 


For both pros- 
$1.25 per copy. : 


Tore Power To You!, by “Woody” 
52 thrilling chapters on life 
Deluxe edition, $3.45. 


423 
$5.75. 


Padded, 


Frank Bettger’s own story of 


Compendium of Business Insurance Agree- 
ments. An excellent gift choice for the 
underwriter, 
countant, who works in business insur- 
ance and estate planning. Over 450 pages. 


lawyer, trust officer, ac- 


12.75. 


IF YOUR ORDER NOT MAILED IN 
TIME FOR SHIPMENT BY DEC. 14, 
WE SUGGEST YOU AUTHORIZE 
SPECIAL DELIVERY. 


THE INSURANCE 
IEW SERVICE 


DIANAPOLES 








agency at Detroit. He is a marine corps 
veteran of the last war. 

Mr. Howe has been in group and 
individual A. & H. sales work in Los 
Angeles for the past three years. He 
is a navy veteran of the last war and 
had previously been in the home office 
of Bankers. : 


Travelers Shifts Eight 
in Northern Field Posts 


Eight life appointments have been 
made by Travelers. William W. Frost, 
assistant manager at Milwaukee, has 
been appointed manager at St. Paul. 
Robert G. Hamilton, manager at Ottawa, 
has been transferred in the same 
capacity to Winnipeg. 

New group supervisors are D. Currie 
at Montreal; Howard W. Reckhow at 
New York City, and Irving C. Davis 
at Boston. 

New field supervisors are James H. 
Underwood at Rochester, N. Y. Duaine 
W. Killam at Duluth, and Ned D. John- 
son at Bridgeport. 








Flowers to Southern Nat'l 


Sam Flowers has been appointed gen- 
eral agent of Southern National Life 
of San Antonio at Houston. He entered 
life insurance in 1946 as an agent of 
American General Life and since 1948 
has been associate manager at Houston 
of American Hospital & Life. He is a 
graduate of ‘Rice Institute, where he was 
a football star, and an air corps veteran. 





Names Lindberg in Oregon 


Monarch Life of Massachusetts has 
appointed Robert C. Lindberg general 
agent in Oregon. He most recently 
has been Washington special agent of 
Pacific National Fire, with headquarters 
at Seattle. 


Prudential Names Sullivan 


Prudential has appointed Daniel P. 
Sullivan manager at Buffalo, N. Y., to 
succeed the late Sidney Wertimer. Mr. 
Sullivan joined the company in 1934 at 
Buffalo and the following year he was 
appointed assistant manager there. Since 
1929, he had been manager at Buffalo 
for Equitable of Iowa. He entered the 
business there in 1923. He is a past 
president of the Buffalo Assn. of Life 
Underwriters. 





State Mutual Transfers 3 


State Mutual Life has.appointed three 
group representatives to field offices: 
Thomas L. Cheetham has been assigned 
to Cincinnati; Richard M. Davis has been 
named at Baltimore, and Charles F. 
Kitching will go to Boston. 


L. A. C.L.U. Hears Davies 


Edwin G. Davies, Los Angeles repre- 
sentative of Manufacturers Life, and a 
Million Dollar Round Table member, 
spoke to the Los Angeles C.L.U. on 
“Profitable Estate Planning.” He em- 
phasized that large estate planning cases 
should be combined with business in- 
surance, and mentioned that incor- 
porated partnerships are almost always 
important prospects in that executors 
can be relieved of the usual survival 
dilemna. 











Confer on Management 


Agency staffs of Continental Assur- 
ance conferred at Chicago recently on 
agency management and _ stimulation. 
Moderators for the week-long con- 
ference devoted to the three types of 
company agencies were: L. Gad- 
ness, agency field director, multiple 
line agencies with life managers; John 
T. Grant, Pacific Coast superintendent 
of agencies, indirect producing agencies, 
and Albert Morrison, superintendent of 
agents, direct producing agencies. Vice- 
president Harlow G. Brown outlined 
his methods for establishing new 
agencies. 


COMPANY MEN 


Metropolitan Advances 10 
to New Home Office Posts 


Norman Carpenter has been appointed 
second vice-president of Metropolitan 
Life. He will supervise the company’s 
city mortgage loan operation during 
the absence on disability of Hillman B, 
Hunnewell, second vice-president, Mr. 
Carpenter has been with the Metro. 
politan since 1927, and has been an 
officer of the company since 1947, 

Other new appointments in the home 
office are: 

Louis G. Buisson, assistant vice- 
president, to third vice-president in city 
mortgages; George E. Walton, assistant 
general counsel, to be associate general 
counsel; John H. Beatty, general super. 
visor, planning and methods, to assist- 
ant vice-president in coordination; Henry 
H. Bellinger, administrative attorney, to 
assistant general counsel. 

Don C. Buell, sales manager group 
division, to assistant vice-president 
group sales division; Milton A. Ellis 
administrative assistant insurance rela. 
tions, to assistant vice-president insur- 
ance relations; George P. Jenkins, man- 
ager industrial bond investments to be 
assistant vice-president bond and stock 
investments; Earl R. Trangmar, ad. 
ministrative assistant field management, 
to assistant vice-president field manage 
ment; Fred Ulmer, formerly manager 
group division, to assistant vice-presi- 
dent group sales division. 


Stark U. S. Life’s Eastern 


Regional Group Manager 


United States Life has appointed 
David D. Stark eastern regional group 
manager. As home office group repre- 
sentative, Mr. Stark wrote an unusual 
joint union and management trusteed 
welfare program of 1,000 lives in New 
York City. Recently he has been con- 
centrating on sales and promotion work 
in connection with the company’s “baby 
group” life and hospitalization plan. 

He was graduated from New York 
Military Academy and attended Yale. 
After 5% years in the army, he entered 








life insurance in 1945 as a personal pro- | 


ducer with Reliance Life. He was suc- 
cessively a supervisor, group super 
visor for a casualty company and asso- 
ciate general agent before joining U. S. 
Life in 1950. 


Named Field Service Chief 


North American Life & Casualty has 
appointed W. O. Johnson manager of 
the field service. His major function 
will be in the field of public relations. 








Brion Named Publicity Assistant 


John P. Brion has been appointed 
assistant director: of publicity for Mu- 
tual Life. He joined the company3s 
public relations division in 1946 and was 
previously with the financial news de 
partment of the New York Times. He 
also worked for the New York bureaus 
of the Milwaukee Journal and the St 
Louis Post-Dispatch. He is an air force 
veteran of the last war and a graduate 
of St. Johns University. 








New Ill. License Manual 


The Hanson Insurance License Bureal 
of Springfield, Ill.,-has put out a "Mal 
ual of Examination” for agent 
broker license applicants. This follows 
the action of the Illinois department m 
discont’nuing to supply such a maf 
to applicants. 


Adopts New Premium Notice 


Old Line Life of Milwaukee ha 
adopted new two-part premium notice 
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_ ASSOCIATIONS 


Wisconsin Round Table 
Plans Milwaukee Meetings 


Lester A. Wilbert, Northwestern Mu- 
tual. chairman of Wisconsin Life Insur- 
ance Leaders kound Table, has an- 
nounced meetings to be held at Mil- 
waukee Jan. 31 and March 27. At the 
January meeting Paul W. Cook, general 
agent of Mutual Benefit at Chicago, 
will speak on “The Sun Never Sets 
on Business Life Insurance,” and 
William B. Minehan, assistant secre- 
tary of Northwestern Mutual, on “The 
Impact of New Federal Tax Laws.” 





Richmond, Va.—Members of the educa- 
tion and information committee are 
making themselves available for speak- 
ing engagements. 

Little Rock, Ark.—Charles E. Eichen- 
paum, attorney, spoke on “Life Insurance 
and Taxes.” 

Sioux Falls, S. D.—Deane C. Davis, 
Northwestern National and a member of 
the South Dakota state legislature, re- 
ported on legislative matters. 

Sioux City, Ia.—Harold Miller, presi- 
dent of the state association, spoke on an 
insurance man in action. Prior to the 
meeting, Mr. Miller discussed state and 
Jocal association affairs with the direc- 
tors of the Sioux City association. 

Bluefield, W. Va.—The L.U.T.C. course 
has 33 enrolled with James L. Whitt, Jef- 
ferson Standard, as instructor. 

Officers elected by the class are: J. F. 
Williams, People’s Life, president; A. W. 
Turner, Kentucky Central, vice-president; 
Clifton B. Hall, Metropolitan Life, sec- 
retary. 

Quincy, Mass.—Frank W. Banghart, 
psychology instructor at Quincy College, 
spoke on “The Power of Suggestion in 
Selling’ emphasizing that the heart of 
selling is to appeal to basic human mo- 
tives. By this method, he said, salesmen 
are serving because they help people to 
recognize needs of which they hadn’t be- 
fore been aware. Mr. Banghart is also 














the instructor for the Quincy L.U.T.C. 


. course, 


Chicago—A clinic was conducted on 
“The Approach for Personal Life Insur- 
ance Selling,” featuring Walter E. Fox, 
Union Central; Michael Kaiser, John 
Hancock, Paul W. Cook, Mutual Benefit. 
The subjects discussed were prospecting 
and ‘the one-interview sale vs. the two- 
interview closing system. The meeting 
was later opened to general discussion 
and comment was hot and heavy. 

Hutchinson, Kan.—General Agent Al 
Noyce, Franklin Life, Salina, Kan., spoke 
on public relations. There were 10 new 
members added and 17 members enrolled 
in the first L.U.T.C. class. 








Order Arrest of Witness in 
American of Ala. Suit 


An arrest order has been issued for 
Basil P. Autrey, former agency director 
for American Life of Birmingham and a 
key witness in a stockholders suit filed 
against officers of the company. Mr. 
Autrey has purportedly evaded sub- 
poena. 

As reported in THE NiATIONAL UNDER- 
WRITER, Nov. 30, the suit asks judgment 
of $1,250,000 against three top officers in 
favor of the company. Mr. Autrey, 
while not named as a defendant, is al- 
leged to have collected kick-back com- 
mission which he split with at least two 
of the named defendants. 

Meanwhile Horace Wilkinson, attor- 
ney for three of the suing stockholders, 
has asked Eugene Hawkins for access 
to the company’s books. Judge Hawkins 
has suspended judgment. Hugh Locke, 
a member of the board and attorney for 
the directors, argued that Wilkinson 
“had no right” to examine the books. 
He charged that the suit grew out of a 
stockholders’ “conspiracy.” 





The 60th Kansas-Missouri football 
game Dec. 1 at Lawrence was broad- 
cast by Manhattan Mutual Life of 
Manhattan over radio station KSAL at 
Salina. 


MANAGERS 


Pitcher Elected President 


of Boston Managers 


Robert B. Pitcher, John Hancock, was 
elected president of General Agents & 
Life Managers Assn. of Boston. William 
R. Robertson, Massachusetts Mutual, 
is vice-president; Laurence E. Olson, 
Prudential, treasurer, and Winslow S. 
Cobb, Jr., Connecticut Mutual, secre- 
tary. 


Wichita Cashiers Elect 


Wichita Life Cashiers Club has af- 
filiated with National Assn. of Life 
Agency Cashiers and had three dele- 
gates at the convention at Dallas. New 
officers of the Wichita club are Nadine 
Glover, Brown, Ginzel & Co., presi- 
dent; Izola Hawbecker, Mutual Bene- 
fit, vice-president, and ‘Ruth Crawford, 
Union Central, secretary. 


N. J. Joint Party at Newark 


General Agents & Managers Assn. 
and Supervisors Assn. of Northern New 
Jersey, held a joint Christmas party 
at Newark this week. There was a cock- 
tail hour preceding the dinner. 














Chattanooga Sales Panel 


The Chattanooga Managers and Gen- 
eral Agents Club heard a sales panel 
composed of Hays Pogue, Interstate Life 
& Accident; John H. Moorfield, Metro- 
politan; John Humphries, Massachusetts 
Mutual, and Alson R. Kemp, New Eng- 
land Mutual. 


Fort Worth Managers Meet 


Felix Hargis, Jefferson Standard Life, 
reviewed chapter 17 of the book “How 
to Build a Successful Life Insurance 
Agency” at a meeting of the Fort Worth 


Managers & General Agents Club. Tom 
Moody of Connecticut Mutual reviewed 
chapter 18. Plans were discussed for 
a Christmas party Dec. 14. 





The Chicago cashiers will hold their 
anuual Christmas party Dec. 14 at the 
Parsons agency of Mutual Benefit Life. 





Floyd Rosenfelt, Connecticut Mutual 
general agent at Toledo, spoke to the 
Nebraska managers association on- 
“Agency Building, Plus Better Days 
Ahead for Good Life Underwriters.” 


Hatcher Examines Career 
Opportunity at S. C. Meet 


The career opportunities in life in- 
surance were examined by Robert V. 
Hatcher, president of Atlantic Life, at 
the South Carolina Insurance Days 
meeting, and he concluded that “Life in- 
surance, an honorable and_ beneficial 
calling is the cornerstone of our demo- 
cratic way of life.” 

Enthusiastically he portrayed the life 
career as socially beneficial, saying that 
it offers adequate income and security, 
and that it provides growth and per- 
manency. 

Mr. Hatcher noted that of the 350,000 
individuals in the country in the life 
insurance business, 200,000 are engaged 
in selling. He offered a challenge to 
these 200,000 stating that the present 
level of real purchasing power of 
American Families indicates a need for 
60% more life insurance to equal their 
pre-war protection. 











Expect VA Gratuity Rules 


WASHINGTON—The VA is ex- 
pected to issue soon regulations under 
public law 23 that will provide for serv- 
icemen’s gratuitous indemnity and spe- 
cial forms of insurance for veterans serv- 
ing since the beginning of the Korean 
campaign, June 27, 1950. 
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KANSAS CITY, MISSOURI 
21 West 10th St. 


Chicago 
175 W. Jackson 


DISASTER GIVES NO WARNING! 


THIS WAS A THEATRE — in 1903. There was 
a holiday crowd — a backstage fire — a panic — 
and the death toll was 566. 


HISTORY SOMETIMES REPEATS ITSELF. 
How many of YOUR insured get together in con- 
gested gatherings? Hazards are more carefully 
guarded than in 1903; but Accident Insurance is 
a hundredfold more prevalent and a fraction of 
566 dead could build up to terrific exposure for 


REINSURANCE of this catastrophe hazard is 
strikingly inexpensive. It is just good underwrit- 
ing judgment to know about and use this wise 
precautionary protection. It is but one of many 


provide for Accident & Health 


San Francisco 
114 Sansome St. 
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Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $345,000,000.00 





Complete- 


m personal insurance service! 


















"The Provident States” are 


PREPARING FOR 
NATIONAL DEFENSE — 


Wheat, rye, flax and live stock, are NORTH DAKOTA’S 
principal products for defense. North Dakota will help 
feed armies of fighting men, workers in factories—all 
the people of America. 


North Dakota is justly proud of its contribution to the 
Union; and the Provident is proud of the fact that more 
North Dakotans are insured in our company than in 
any other. People in our state like “home grown prod- 
ucts,” like the Provident Life. That’s only one reason 
we provide more “Provident Protection” in our home 
state than any other company. 


The PROVIDENT 


LIFE INSURANCE COMPANY 
Bismarck, North Dakota 
JOSEPH DICKMAN, Vice President 
Life e Accident e Health e Hospitalization 
"The Provident States" 








North Dakota — South Dakota — Minnesota — Washington — Oregon — Montana 








NEWS OF LIFE COMPANIES 





Ingalls Heads American 
Guaranty, Ore. Newcomer 


American Guaranty Life has been 
organized at Portland, Ore, with a 
home office at 715 Broadway. This is a 
stock company with $100,000 surplus and 
$100,000 capital. The company is to 
sell life, A. & H. and hospitalization. 
Officers are A. C. Ingalls, president; 
J. M. Housely, vice-president, and G. R. 
Reynolds, secretary. 

Mr Ingalls was at one time president 
of International Life of Texas. He re- 
tired in 1947 and moved to Los Angeles, 
but reentered the business in 1948 with 
a son as general agent for International 
Life at Phoenix. Mr. Housely has been 
in the real estate business at Roseburg, 
Ore., and Mr. Reynolds was in business 
with Mr. Housely. These three officers 
are major stockholders in addition to 
Vernon Keel, and Hans T. Hansen, who 
are in the automobile sales business, 
Dale L. Woodruff, formerly district 
agent for Franklin Life, all of Roseburg, 
and Glenn Long of Canyonville. Counsel 
is Avery W. Thompson of Roseburg. 
Director of agencies is to be Robert A. 
Lovlien, formerly an agent for Canada 
Life in Oregon. 


Great West Business Up 
17%: November Record Set 


New business for Great-West Life 
for the year through Nov. 30 totaled 
$270 million, an increase of 17% over 
the same period last year. November 
sales totaled $28,300,000, a company 
record for that month. 

Winnipeg led the branch offices with 
$1,800,000 for the month. California was 
second and Chicago placed third in 
recording its 89th $1 million month. 
Montreal, Toronto, and Vancouver, 
B. C., also totaled over $1 million. Max 
Seigler of Montreal was individual leader 
with $361,000. Fletcher Carscallen of 
Cleveland was second with $307,000, and 
Paul Siegner of London, Ont., totaled 
$287,000. 


New York Life Extends 


Remittance System to All 


New York Life will extend its re- 
mittance slip system to all branch 
offices. The system eliminates mailed 
premium notices, It was tested in branch 
offices at St. Louis, Kansas City, Mil- 
oe Pittsburgh, and Fort Wayne, 
nd. 

A specially designed remittance folder, 
consisting of 12 enevelopes, the inside 
flap of each being used as a remittance 
slip, was used in all monthly premium 
cases. The enevelope flaps are perforated 
to show the policy number, premium 
due, and date due. The policyholder en- 
closes his payment and seals the en- 
velope which is pre-addressed to the 
branch office handling his business. No 
coupon book is involved. The new re- 
mittance folder is delivered to the policy- 
holder by the agent when he delivers 
the policy. The cover of the folder pro- 
vides for a record of payment for a 
complete year. 

According to the company, the new 
system will save $50,000 annually per 
100,000 policies in reduced clerical, post- 
age and printing costs. 


Licensed in More States 


As a result of the merger of IIlinois 
Bankers Life into Central Standard Life 
of Chicago, the latter company has be- 
come licensed in Arizona, Colorado, 
Florida, Maryland, Oklahoma, Virginia 
and District of Columbia. These are the 
jurisdictions in which Illinois Bankers 
was licensed and Central Standard was 
not. 


Occidental Life has moved its Wash- 
ington, D. C., office to the new Wyatt 
building at 14th street and New York 
avenue. 














Examination Report Shows 
Growth of United, Chicago 


United of Chicago had assets of $17,- " 


528,776 at Dec. 31, 1950, according to 
the report of the convention examina. 
tion on the part of Illinois, Virginia, 
Tennessee and Arkansas. Capital wags 
$1 million and net surplus $5,337,009 
Examiners include a table showing the 
growth of United during the past decade 
in premium income, assets and surplys, 
In 1941 the premium income was $1. 
749,100, assets $1,027,903 and surplus to 
policyholders $348,656. By 1945 the com. 
parable figures had increased to roughly 
$7 million, $5.2 million and $2.7 million, 
In 1948 they were $15.4 million, $104 
million and $4.4 million. In_ 1950 the 
premium income was $18,444,423, Ordj. 
nary life insurance in force was $93. 
254,281 and industrial, $65,060,527, 

The principal officers are O, T 
Hogan, president; A. D. Johnson, secre. 
tary-treasurer; J. ‘R. Hogan, executive 
vice-president; G. B. Hiser, vice-presj. 
dent and general attorney; J. M. Pen. 
rith, vice-president and assistant secre. 
tary; H. G. Rockwood, vice-president 
and P. W. Schwibert, actuary. 


Occidental Raises Pensions 
50%, for Salaried Workers 


_ Occidental Life has approved a 50% 
increase in pensions for its salaried 
employes. More than 1,500 home office 
and branch employes are effected by 
the increase which also applies to those 
already retired. No additional contriby- 
tions will be required from the em- 
ploye in order to receive the increased 
pension which may go to the top limit 
of $500 monthly. 


Fidelity Mutual Declares 
Higher Dividend Scale 


Fidelity Mutual Life has declared a 
higher dividend scale for 1952 on new 
policies and policies issued on the C.S.0, 
basis since Jan. 1, 1948. On prior issues 
the current scale is being continued ex- 
cept that there is a downward adjust- 
ment on full-paid and old issues with’ 
outdated interest assumptions and set- 
tlement options. The minimum interest 
rate on dividend accumulations has been 
increased from 234% to 3%. 


Conn. General Dines Vets 


There were 141 of the 169 members 
of the Twenty-Five Year Club of Con- 
necticut General guests of the company 
at adinner. The club, whose members’ 
service with the company totals 5,142 
years, was organized in 1941 with 31 
members. 


Dividend by Aetna Life 


Aetna Life has declared a. quarterly 
dividend of 50 cents and an extra divi- 
dend of 50 cents a share. The dividends, 
payable Jan. 2 to stock of record Dec. 
2, are the same as those paid this time 
last year. 


Colonial Life Dividend 


Colonial Life recently has declared 4 
dividend of $1 per share on its stock pay- 
— Dec. 11 to stockholders of record 

ec. 4. 


Security Life & Accident held a ont 
week home office basic training course 
at Denver. The company plans to com 














duct at least two basic schools and two |; 


advanced schools each year. 





International Life will open. its new 
home office building at Austin, Te% 
Dec. 10. ; 


United Benefit Life has purchased the 
St. Louis plant of the Englander Co 
mattress manufacturers, and leased it t0 
the company until Nov. 30, 1971. ~ 
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Much Solid Work Done by N.A.I.C. at N. Y. 


(CONTINUED FROM PAGE 1) 





—- 

the general chairman and there was 
oratory by ‘Ray Lucas of Kansas City 
Life and C. F. J. Harrington of National 
Assn. Of Casualty & Surety Agents 
wong others, 

Ray Murphy of Assn. of Casualty & 
Surety Companies transmitted the all- 
industry committee’s report in con- 
nection with the development of agents 
and brokers qualification and licensing. 
A draft of a model bill was submitted. 
The bill severe all types of producers 
; ing life. 
pend Dunaway, counsel of Nat'l. 
Assn. of Life Underwriters, alluded to 
a letter on file with the committee ob- 
jecting to the model bill, expressing 
hope that the commissioners will give 
serious consideration to the adoption of 
the N.A.L.U. model bill dealing with 
fife agents only, which has already 
heen enacted into law in several jurisdic- 


as the first plenary session Monday 
morning, Superintendent Bohlinger of 
New York extended the welcome and 
Commissioner Martin of Louisiana re- 
sponded. The zone chairmen introduced 
the new commissioners in their areas 
and Sullivan of Washington state an- 
nounced the death Nov. 30 of Roy Rum- 
mage, the Arizona commissioner. 

An auditing committee was named 
consisting of Murphy of South Caro- 
fina, chairman, and Leggett of Mis- 
souri and Maloney of California. 


Wants Stronger Headquarters 


Frank Sullivan of Kansas in his presi- 
dential address made a plea for increas- 
ing the personnel and facilities of the 
central office. This now consists of the 
assistant secretary — Hugh Tollack — 
and a stenographer. In support of this 
he read a letter from Fire Commissioner 
Paul Brown of Texas asking that the 
central office prepare an abstract of 
N.A.I.C. discussions over the years on 
a permissible loss ratio for fire insur- 
ance, so that what has gone before can 
be integrated into the deliberations. Mr. 
Sullivan said that this is the kind of 
thing the central office should be ex- 
pected to do, but which it is not set up 
to do now. 

Also he said there should be means 
for apprising immediately every com- 
missioner of every recommendation that 
is made by N.A.I.C. There should be 
asystem to acquaint new commissioners 
with the reasons for model legislation, 
tules and policies recommended in the 
past and the availability of data which 
would help them in their local situation. 
Without such circulation of intelligence, 
the effectiveness of the work of the asso- 
ciation is lost. eas 

What can be done along this line, he 
said, is illustrated best by the work of 
the committee on valuation of securi- 
ties, 


‘ 
Atomic Hazard 


On the life insurance side Mr. Sul- 
livan said: 5 

“For over a year, the life committee 
has had upon its agenda the question of 
the effect on mortality of atomic bomb- 
ing. It is quite obvious that it is not 
possible today to state with any degree 
of certainty what would be the extent 
to either person or property of such 
devastating weapons, and we are ad- 
vised, also, that there are other weapons 
of great destructiveness in the course of 
development. The problem as it im- 
Pinges on various lines of insurance is 
quite different. These are problems 
peculiar to the life insurance business, 
and it is for that reason that this sub- 
ject is having the consideration of the 
e committee. 

“The life insurance companies have 
outstanding hundreds of billions of dol- 

$ of insurance which cover the risk 


‘jof death from atomic bombing. There 


s probably no way whereby they could 
divest themselves of that risk even if 

did exercise their privilege under 
the laws of some of our states, to issue 
Policies which would exclude such risk. 


XUM 


The companies, therefore, have been ad- 
dressing themselves to the problem of 
minimizing the effect in the event of 
catastrophe death losses by the attempt 
to prepare a plan whereby the risk of 
catastrophe war loss would be appor- 
tioned among all the companies so that 
any company participating in such a 
plan might protect itself against the 
element of chance that it might be the 
victim of claims in disastrous amounts. 
The intent is to place behind the poli- 
cies of all companies participating in 
the plan the resources of all of them on 
a pro rata basis. 

“The concept of such a plan has far- 
reaching implications. Not only does it 
have within it a framework designed to 
protect individual companies against an 
unusually heavy impact of serious losses 
arising under risks of which they are 
unable to divest themselves; but it does 
demonstrate the willingness of an in- 
dustry to cooperate in the meeting of 
unusual hazards, all of which redounds 
to the security of the benefits for which 
policyholders in our various states look 
to the companies for delivery. It is a 
plan which should be studied carefully 
‘by us not only because of these proper 
purposes, but as a help to us in satis- 
fying ourselves of the security of the 
institutions that serve our people.” 

The 1952 annual meeting is set for a 
good two weeks later than usual. It will 
be June 22-25 at Chicago’s Conrad Hil- 
ton, nee Stevens. 

At the laws and legislation committee 
meeting Wednesday morning Kavanagh 
of Colorado reported on the uniform 
deposit law project based mainly on the 
hearing at Denver in September. He 
also recommended continued study of 
security and insolvency funds. 

War Clause Amendment Approved 

At the plenary session Wednesday 
afternoon the war clause amendment 
was approved. Maloney of California 
posed a hypothetical situation by way 
of ascertaining the effect of elimina- 
tion of the home area concept. He asked 
whether a man in uniform on furlough 
at home in this country would be cov- 
ered if he were killed by an enemy 
bomb. Mr. Bohlinger replied that the 
sole change in the statement of prin- 
ciples is to remove the authorized exclu- 
sion, he said, would not apply to the 
sion he, said would not apply to the 
soldier killed in this way. If it would 
apply to him it would in effect be a 
status clause, which is beyond the pale 
of the statement of principles. 

At the plenary session Wednesday 
afternoon the subcommittee on uniform 
deposit bill was continued in existence 
for the purpose of drafting such a 
bill incorporating the principles that 
were outlined as a result of the hear- 
ing at Denver in September. 

The subcommittee on a model agents 
and brokers bill was instructed to study 
the measure outlined by the industry 
committee and to report back in June. 

A subcommittee was created by action 
of the association at the final plenary 
sesison to pursue the idea advanced by 
Stone of Nebraska that the N.A.I.C. 
central office be expanded to provide 
research and other facilities and that 
the states contribute to the support 
of this office in the proportion that the 
premium income of their domestic com- 
panies bears to the total. Cheek of 
North Carolina is chairman, and the 
members are Knowlton of New Hamp- 
shire and Dickey of Oklahoma. 


Reception for Walkers 


Officers and directors of Wisconsin 
National Life and their wives were 
guests of President and Mrs. Robert P. 
Boardman at a reception at their home 
for Mr. and Mrs. Ralph P. Walker, Mr. 
Walker recently joined the company 
as actuary, succeeding Allen C. East- 
lack, who resigned to go with Bankers 
Security Life at Des Moines. Mr. 
Walker previously was with Illinois 
Bankers Life. 

















Fo centuries 
woman carried a heavy urn 
on her head. Then along 
came a forgotten genius and 
put a handle on it. 


the peasant 


At GUARDIAN, our actua- 
ries have designed ‘‘handles”’ 
—improvements in contracts 
—that make it possible for our 
representatives to satisfy their prospects’ needs 
more readily. 

For example, GuarDIAN agents now offer 5, 10, 
15, and 20-year term, and Term to age 70 policies, 
to provide maximum protection when extremely 
low premiums are essential. 

And our $10 per month per $1,000 disability 
income provision enables our representatives to 
offer their clients unique protection against the 
living death of total and permanent disability. 

“Handles” such as these are among the reasons 
why GuarpiAN agents are adding more and more 
satisfied customers. 


She 
GUARDIAN 
Ge Lrauvanee 

OF AMERICA 


PIFTY UNION SQUARE 





NEW YORK 3, N. Y. 
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balance 
improves performance 


In Life Insurance, the fine 
balance of past history, 

present progress and future 
objectives is essential to 

outstanding achievement. 


Fidelity is a well-balanced 
company. 


‘The 


FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 











“‘Y'LL TAKE IT’’ 


The prospect has the last word. Very often it is, “I’ll take it,” when 
Washington National representatives mention any one of three unusual 


coverages. 
1. Non-can hospital (guaranteed renewable to Age 65) is something 
that sells, because people like the idea. It’s a natural. 


2. Non-can. Monthly income (accident and sickness) with no house 
confinement required, is responsible for large volume production. 


H. R. KENDALL, Chairman 





G. P. KENDALL, Secretary 


3. Single - premium vision impairment annuity (monthly income for 
life when 90% of vision is lost) is a Washington National EXCLUSIVE 
which many persons buy who thought they had all the insurance they 


Washington National is a multiple-line personal protection company, 
writing life, accident, health, hospitalization, franchise and group. Com- 
plete details about our unusual coverages (as well as the standard line) 
will be given to qualified persons who are at liberty to inquire. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


Evanston, Illinois 


R. J. WETTERLUND, President 








New Draft Section 213 Text Continued 
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sic value, given not as compensation but 
as bona fide recognition of merit. 


$302. Limitation on Commissions 


1. This section shall apply to commis- 
sions, other compensation and security 
benefits for agents except that subsec- 
tions three, four, five and six shall apply 
only to the extent prescribed in subsec- 
tion eight to commissions, other compen- 
sation or security benefits (i) provided 
for in any contract for service as an 
agent entered into before Jan. 1, 1952, 
or (ii) provided for, in the case of a 
company not authorized to issue policies 
and annuity contracts in this state on 
Dec. 31, 1951, in any contract for service 
as an agent if the agent is not licensed 
in this state and the contract was en- 
tered into before the company was so 
authorized on or after Jan. 1, 1952. 

2. (a) Before a company shall adopt 
any new or revised scale of commissions 
or other plan of compensation or of se- 
curity benefits it shall furnish the 
superintendent evidence of the effect 
thereof. Such evidence shall be compiled 
in a manner satisfactory to the superin- 
tendent and, unless otherwise provided 
by other subsections, shall include all 
compensation and emoluments by reason 
of being an agent but shall not include 
special payments with respect to mili- 
tary service under a program approved 
by the superintendent. 





FAIR SAMPLE 


Except in the case of a newly organ- 
ized company, such evidence shall in- 
clude a fair sample of the distribution of 
policies and annuity contracts being is- 
sued by the company and such other 
data as the superintendent may require. 
If a company issues monthly debit insur- 
ance policies, the fair sample shall show 
separately the distribution of such pol- 
icies. Upon determination by him that 
such scale or plan would not result in a 
violation of the limitations prescribed 
by this section he shall approve such 
scale or plan. 

(b) Whenever in the opinion of the 
superintendent the sample of the pol- 
icies and annuity contracts used as the 
basis for such evidence no longer fairly 
represents the distribution of the policies 
and annuity contracts then being issued 
by the company, he may require submis- 
sion of additional evidence on the basis 
of a current fair sample; and he may 
withdraw approval of such scale or plan 
if such additional evidence indicates that 
the limitations prescribed by this section 
are being exceeded; provided, however, 
that if the limitations prescribed by this 
section are not exceeded on the basis of 
the current fair sample and the interest 
rates, policy discontinuance rates in ef- 
fect at the time of the approval of such 
scale or plan, no change shall be re- 
quired in then existing contracts for 
service as an agent, and provided further 
that such withdrawal of approval shall 
not in any event require change in com- 
pensation or security benefits with re- 
spect to business written prior thereto. 


“Grandfather” Clause 


(c) All commission scales and other 
plans of compensation or of security ben- 
efits in use immediately prior to Jan. 1, 
1952, by companies then authorized to 
issue policies or annuity contracts in 
this state shall be deemed to comply with 
the requirements and limitations pre- 
scribed by this section, unless the super- 
intendent shall determine that any such 
commission scale or other plan of com- 
pensation or of security benefits needs 
current justification, in which event he 
may proceed under paragraph (b) of this 
subsection as though such commission 
scale or other plans of compensation or 
security benefits had been approved by 
him under paragraph (a) of this subsec- 
tion as of Jan. 1, 1952. 

. No company shall pay, on premiums 
or stipulated payments for the first 15 
years of policies, other than monthly 
debit policies, or annuity contracts, com- 
missions at such rates as will produce, 
for the fair sample provided for in sub- 
section two, either (i) a commuted value 
of all such commissions in excess of the 
sum of items (a), (b), (c), and (d), or 
(ii) total first year commissions in excess 
of the sum of (c) and (d) and six-tenths 
of (a) and (b): 

(a) on premiums other than single 
premiums, the commuted value of 10% 
of the premiums payable for the first 15 
years of insurance less the commuted 
value of 4% of the excess, if any, of each 
of the premiums payable for the first 15 
years over the corresponding premium 
for a whole life policy with level premi- 
ums payable during life calculated on a 
basis consistent with the premium for 
the policies for which the commuted 
value is being determined; 

(b) on stipulated payments other than 
single stipulated payments, the commuted 
value of 6% of the stipulated payments 
payable for the first 15 years of the an- 
nuity contract; 

(c) on single premiums and single stip- 
ulated payments, 3% thereof; 

(d) one dollar for each $1,000 of new 
life insurance. 

4. No company shall pay on any pol- 





icy, other than a monthly debit policy (c 
or on any annuity contract (a) a com! tern 
mission for the first year of the Policy | supe 
or contract in excess of 55% of the pre. } fair 
mium or stipulated payment, (b) a com. two 
mission for any subsequent year of the | com 
policy or contract in excess of 15% 4g : 
the premium or stipulated payment fo, elusi 
that year except with the approval] of | cost 
the superintendent, (c) commissions for |} mea: 
the first two-year period of the Policy | com! 
or contract totaling in excess Of 35% of mon’ 
the premiums or stipulated payments for] able 
such period, (d) commissions for the firs} sulti 
three-year period of the policy or con. 
tract totaling in excess of 27% of the 
premiums for such period, (e€) commis.| Insu 
sions for the first 15 years of the POlicy a) 
or annuity contract with a commutej (4. 
value in excess of the commuted valy 
of 10% of the premiums or stipulateg bit 
payments for such 15 years, except term ” 
insurance providing for less than 15 ap. that 
nual premiums, or (f) on term insurance jada 
providing for less than 15 annual pre. h 
miums, commissions with a commuteg of t 


value, expressed as a percentage of the prov’ 
first-year premium, in excess of the cor. a 


responding percentage permitted for tl 
term policy with premiums payable for of 
15 years. mont 


SECURITY BENEFITS 
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5. On other than monthly debit po.f come 
icies a company may pay compensation RO 
in whole or in part under a plan othe : 








than commissions and may provide ge. Geer 
curity benefits according to a plan jp nuity 
writing, but in no event shall the sum of or pri 
the commuted value, determined on the subjec 
basis of the fair sample provided for in] may | 
subsection two, of (a) commissions on] of th 
permiums or stipulated payments for the unless 
first 15 years of policies or annuity con] articl 
tracts, (b) other compensation, exclud- | had s 
ing (1) training allowances treated as plan 


agency expense under the provisions of 
subsection 10 and (2) compensation pro. 
vided under subsection six, and (c) ge. 
curity benefits other than those provided 
under subsection six, exceed in the ag. 
gregate the commuted value of all com. 
missions permitted by subsection three, 


Maximum Aggregate 


6. No company shall pay on policies 
other than monthly debit policies, or an. 
nuity contracts compensation after the 
first 15 years of the policies or annuif 
contracts which, determined on the bag 
of the fair sample provided for in 
section two, shall exceed 3% of the pr 
miums or stipulated payments para 
after such first 15 years, except that aiy 














































used to provide or augment secur 
benefits. ye 

7. (a) No company shall pay fort 
sale and service of monthly debit insu 
ance commissions at such rates as 
roduce, for the fair sample provided 7 
n subsection two, either (i) a commu 
value of all commissions in excess of 
sum of items (1), (2) and (3) or” 
commissions for obtaining new 
ance in excess of (1): 

(1). 55% 
monthly debit insurance, 
tthe excess of the first year premiums: 
such insurance over what such premium 
would have been if all such insuram 
had been issued on the whole life pi 

(2) the commuted value of 8% @ 
premiums on monthly debit insuran 


Company Size Brackets 


(3) for contracts for service : 
agent entered into when the comp 
on the date of such contracts has 
force total debit insurance including: 
dustrial life insurance ano 4 
aggregate to: less than $500 milli 
more than $350 million, the comm 
value of one-half percent of all 










































































ess than $200 million but more than 
million, the commuted value of 1% 
all premiums on monthly debit # 
ance; less 'than $100 million but more 
$50 million, the commuted value of! 
all premiums on monthly debit f 
ance: less than $50 million but more: 
$25 million, the commuted value Of 
of all premiums on monthly debit! 
ance; less than $25 million, the | 
muted value of 3% of all premi 
monthly debit insurance. 


ALTERNATE LIMIT 
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pany may pay compensation in wi 
or in part under a plan other than 
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uted value of (1) all commissions, (2) 
other compensation excluding training 
allowances treated as agency expense 
ynder the provisions of subsection 10, and 
(3) security benefits exceed in the ag- 
regate the commuted value of all com- 
missions permitted by this subsection. 
(c) Evidence of compliance _with the 
terms of this subsection furnished the 
superintendent shall be based on _ the 
fair sample provided for in subsection 
two and in compiling such evidence all 
compensation other than payments ex- 
ressed as a percentage of premiums, ex- 
elusive of compensation included in the 
cost of obtaining new insurance, shall be 
measured by relating the amount of such 
compensation for a current period to the 
monthly debit insurance premiums pay- 
able for such period and applying the re- 
sulting percentages to the premiums of 
the said fair sample. 


Insurance Already in Force 


(4) No company shall adopt any in- 
creased scale of commissions or other 
compensation with respect to monthly 
debit insurance already in force such 
that the aggregate of compensation to 
pe paid thereafter with respect to such 
jnsurance will be a greater percentage 
of the premiums than the compensation 
provided for similar services under 
agents’ contracts currently made by the 
company which meet the requirements 
of this article. Security benefits which 
are to be based on future services on 
monthly debit insurance already in force 
shall not be increased except with the 
approval of the superintendent, and in 
no event above similar benefits granted 
by the company under agents’ contracts 
for servicing monthly debit insurance 
entered into after the company has be- 
come subject to this article. ; 

gs. (a) No increase in compensation 
or security benefits based on policies, 
other than monthly debit policies, or an- 
nuity contracts issued before Jan. 1, 1952, 
or prior to the date the company became 
subject to this article, whichever is later, 
may be made except with the approval 
of the superintendent nor in any event 
unless the limitations prescribed by this 
article would not have been exceeded 
had such increase been included in the 
plan of compensation or security bene- 
fits with respect to such policies or an- 
nuity contracts as of their commence- 
ment date. In considering an application 
for approval of an increase under this 
paragraph the superintendent may take 
into account the limitations prescribed 
by section 213 of chapter 28 of the con- 
solidated laws, as amended and in force 
immediately prior to the effective date of 
this article. 
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(b) No increase in compensation or 
security benefits based on policies, other 
“than monthly debit policies, or annuity 
contracts issued on or after Jan. 1, 1952, 
or on or after ‘the date the company be- 
came subject to this article, whichever 
is later, may be made after such policies 
or anuuity contracts are in force unless 
the limitations prescribed by this article 
would not have been exceeded had such 
increase been included in the plan of 
compensation or security benefits with 
respect to such policies or annuity con- 
tracts as of their commencement date; 
provided that no such increase may be 
made with respect to any agent except 
on policies or annuity contracts written 
or currently serviced by him. 

9. (a) No company shall make any 
loan or advance to an agent without tak- 
ing adequate collateral security. Such 
security may be first year commissions 
earned or to be earned by the agent or 
other commissions, provided such com- 
missions are payable to the agent regard- 
less of whether his active service con- 
tinues. Such loans and advances in any 
calendar year less repayments in such 
year of any loans and advances shall not 
exceed in the aggregate the limit pre- 
scribed in paragraph (b) of this sub- 
section. 


$1 TO $15,000 RANGE 








(b) The limit referred to in paragraph 
(a) of this subsection shall be the 
amount which the company could have 
paid as additional first year commissions 
during the year without exceeding the 
limitations prescribed by this section, 
but shall in no event be less than $15,000 
or more than $1 for each $1,000 of new 
insurance paid for during the year. 

(c) No company may allocate loans and 
advances for agents to any kind of in- 
surance business to which this article 
does not apply in excess of the propor- 
tion that the amount of first year com- 
missions paid during the year on such 
business bears to the amount of first 
year commissions paid during the year 
on its combined business; provided, how- 
ever, that the amount ‘that may be so al- 
located may with the approval of the 
superintendent be determined on another 
basis, if more appropriate. 


Training Allowances 


_10. (a) In addition to any allowances 
included in compensation under other 
subsections, a company may pay reason- 
able training allowances to new agents 
whose principal business activity is the 
solicitation of business primarily for it, 
provided that 

(1) such additional allowances do not 
extend beyond the first three years of the 
new agent’s service with the company as 
agent and are according to a plan ap- 
proved by the superintendent; 

(2) no compensation other than first 
year commissions is payable to the new 
agent after termination of his service 
with the company on business written 
during the period while he was receiving 
such an additional allowance; 

(3) such additional allowances in any 
calendar year to all such new agents do 
not exceed in the aggregate the greater 
of: (i) 5% of the agency expense limit 
for the preceding calendar year, as pre- 
scribed by subsection two of section 203, 
or (ii) 30% of the first year premiums 
and stipulated payments, excluding 
single premiums and single stipulated 
payments, paid during the current cal- 
endar year on business written by new 
agents while receiving such additional 
allowances; and 

(4) such additional allowances are in- 
cluded as agency expenses in paragraph 
(b) of subsection one of section 203. 


Must Be a New Agent 


(b) No agent shall be considered a 
new agent under this subsection if for 
more than six months during the five 
years immediately preceding the com- 
mencement of his service with the com- 
pany as agent his principal business ac- 
tivity has been the solicitation and serv- 
icing of life insurance policies or annuity 
contracts as an agent. 

(c) No company may allocate any such 





/ additional training allowances for agents 


to any kind of insurance business to 
A GENERAL AGENCY 


which this article does not apply in ex- 
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cess of the proportion that the amount 
of first year commissions paid during 
the year on such business written by 
them while receiving such allowances 
bears to the amount of first year com- 
missions paid during the year on the 
combined business written by them; pro- 
vided, however, that the amount that 
may be so allocated may with the ap- 
proval of the superintendent be deter- 
mined on another basis, if more appro- 
priate. 

11. In the case of agency office per- 
sonnel who are responsible for supervi- 
sion of agents or agency offices and who 
assist agents in the joint solicitation of 
‘business without division of commis- 
sions, that portion of their compensation 
which is allocable to such joint solicita- 
tion may be ‘treated by the company as 
compensation to agents subject to the 
limitation contained in this section, pro- 
vided that the amount so treated does 
not exceed 5% of aggregate first year 
premiums and stipulated payments. 


$303. Limitation on Agency Expenses 
1. The following shall be agency ex- 
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subsection eleven of section 302; 

(b) those training allowances to new 
agents paid under subsection ten of sec- 
tion 302; 

(c) cost of security benefits for agency 
office personnel other than benefits based 
on service as an agent; 

(d) travel, rent and other expenses of 
agency offices neither included nor ex- 
cluded by other paragraphs of this sub- 


penses: 

(a) compensation of all agency office 
personnel including agency managers 
and others responsible for supervision of 
agents and agency offices but excluding, 
except as otherwise provided in para- 
graph (b) of this subsection, such com- 
pensation as is based on service as an 
agent and such as is treated as compen- 
station to agents in accordance with 











“I know you're a busy man, but I want you to know just what 
Bankers Life can do for you!” 


Bankerslifemen Follow Their 
Prospects Closely 


Seldom, if ever, would you see a Bankerslifeman actually under 
a car with a prospect, but this does serve to show how closely 
Bankerslifemen follow through. 


A vital part of the training of a Bankerslifeman is teaching 
him sound prospecting methods, including the importance of 
follow-through on all prospects. The success of typical Bankers- 
lifemen is proof that they have been taught good prospecting 
and have learned their lesson well. 


Sound prospecting is just one of the characteristics of the 
typical Bankerslifeman that make him the kind of life under- 
writer you like to know as a friend, fellow worker or 
competitor. 


BANKERS COMPANY 
DES MOINES, IOWA 





Experienced Medical Director Wanted 


One of our clients—a large, progressive mid-western Life Insur- 
ance Company—has an exceptional opportunity open for an 
experienced Medical Director. 
eadquarters is in a community where home life is ideal (not 
Chicago area). Working conditions are considerably above aver- 
age, and environment and fellow workers are inspirational. A 
very happy situation can be assured a capable man, with com- 
pensation that will be entirely satisfying. If you are now serving 
as an assistant, this opening might be just the opportunity for 
you. Our people know of this advertisement. ‘ 
Write us in confidence, giving i ea information and a 
hotograph or snapshot of yourself. Your communication will 
be turned over to our client unopened. Address: Insurance 
Department, M. GLEN MILLER, Advertising, 8 South Michigan 
Avenue, Chicago 3, Illinois. 
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Little Known Facts about Insurance Men* 


@It is estimated that this 
country’s life insurance 
agents and their immediate 
families spend more than 
$8,000,000.00 each year for 
shoes. 


Add to this the vast expendi- 
tures for repairing and other 
requirements necessary to 
maintain this footwear and 
we find that the life insur- 
ance agent is a mighty good 
customer of America’s im- 
portant shoe industry. 


Yes, anyway you look at it, 
the life insurance agent is a 
very important man in every 
American Community. 


*SOURCES: U. S. Bureau of the Census 
and U. S. Department of Commerce. 
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section; 

(e) cost of agents’ and agency man- 
agers’ conventions; 

(f) compensation, other than_ that 
based on service as an agent, and ex- 
penses of persons on the home office or 
regional home office staffs who spend 
more than one-third of their time in the 
field in connection with either the pro- 
duction of new business or agency super- 
vision or both, other than in connection 
with audits or the medical examination 
or inspection of risks or proposed risks; 

(g) 60% of the expense of advertising; 

{h) loans and advances made to agency 
managers less Rogie Seer of any such 
loans or advances whenever made, unless 
such loans or advances are made under 
subsection nine of section 302; 

(i) special payments with respect to 
military service of agents and of all per- 
sons whose compensation is treated as 
agency expense, 

2. The agency expense limit shall be 
computed for each calendar year sepa- 
rately and shall be the sum of the fol- 
lowing: 

(a) for insurance other than monthly 
debit insurance either (1) 20% of the 
first year premiums and stipulated pay- 
ments received during the year, or (2) 
10% of such first year premiums and 
stipulated payments plus $3 for each 
$1,000 of new insurance and $100 of an- 
nual income under new annuity con- 
tracts paid for during the year and in 
force at the end of the year, whichever 
is the greater, excluding premiums and 
insurance under single premium policies 
and excluding stipulated payments and 
annual income contracts; 

(b) for monthly debit insurance, $5 for 
each $1,000 of new insurance paid for 
during the year and in force at the end 
of the year; 

(c) 1%% of single premiums and 
single stipulated payments received dur- 
ing the year; 


Company-Size Basis 


(d) the sum of the following amounts 
for policies and annuity contracts in 
force at the end of the year on a pre- 
mium-paying basis, but not less than 
$25,000: $1 for each policy other than 
monthly debit insurance policies and 
each annuity contract, 50 cents for each 
monthly debit insurance policy, 50 cents 
for each monthly debit insurance policy 
which is not assigned to an agent for 
regular collection of the premium; 

(e) the sum of the following amounts 
for insurance in force at the end of the 
year, each $100 of annual income under 
annuities excluding optional settlements 
involving life contingencies to be con- 
sidered as $1,000 of insurance for the 
purposes of this paragraph: $2.50 for 
each $1,000 of the first $100 million of 
insurance; $2 for each $1,000 of the next 
$100 million of insurance; $1.25 for each 
$1,000 of the next $300 million of insur- 
ance; $1 for each $1,000 of insurance in 
excess of $500 million; $3 for each $1,000 
of the first $100 million of monthly debit 
insurance; $2 for each $1,000 of the next 
$50 million of monthly debit insurance; 
$1 for each $1,000 of the next $50 million 
of monthly debit insurance. 

3. Except as otherwise provided in this 
article, no company shall incur in any 
calendar year agency expenses which, 
when added to its agency expenses for 
the calendar year immediately preceding, 
exceed the sum of its agency expense 
limits for such two years, giving effect 
to the adjustments, if any, under section 
305; provided that its agency expenses 
and its agency expense limit for any 
calendar year before 1952 or for any 
calendar year in which it was not author- 
ized during any part thereof to issue 
policies or annuity contracts in this state 
shall be disregarded. 


$304. Limitation on General Expenses 


1. General expenses shall be all ex- 
penses, including agency expenses, ex- 
cept the following: 

(a) commissions and other compensa- 
tion for agents, exclusive of those train- 
ing allowances to new agents paid under 
subsection 10 of section 302; 

b) the current annual cost of security 
benefits for service as an agent, outlays 
for all contractual security benefits based 
on services prior to the current year, 
and outlays for all non-contractual secu- 
rity benefits other than actual ey homeget 

(c) cost of medical examination and 
inspection of risks or proposed risks; 

(d) taxes, licenses and fees; 

(e) other outlays exclusively in con- 
nection with real estate; 

(f) commissions on mortgage loans, or 
salaries and expenses in lieu thereof; 

(g) other actual investment expenses, 
not exceeding three-tenths of 1% of the 
company’s mean invested assets during 
the calendar year; 

(h) loans and advances made to agents 
under subsection nine of section 302 less 
repayments of any such loans or ad- 
vances whenever made. 

The general expense limit shall be 
computed for each calendar year ar $e 
arately and shall be the sum of the 
following: 

(a) the sum of teh following amounts 
for policies and annuity contracts in 
force at the end of the year on a premium 

ying basis, but not less than $25,000; 

1 for each policy, other than monthly 
debit policies, and each annuity contract; 
50 cents for each monthly debit policy; 
25 cents for each monthly debit policy 
which is not assigned to an agent for 
regular collection of the premiums; 

tb) the sum of the following amounts 
for insurance in force at the end of the 
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year, but not less than $75,000, each $199 1 
of annual income under annuities exclyq. shall 
ing optional settlements involving jig, | o = 
contingencies to be considered as $1,099 prone. 
of insurance for the purposes Of this fo 
paragraph: $2.50 for each $1,000 of the | su Dp 
first $200 million of insurance; $2.25 fop 3. - 
each $1,000 of the next $200 million of exetro" 
insurance; $2 for each $1,000 of the nex, | of5°C 
$200 million of insurance; $1.75 for each 4. 
$1,000 of the next $200 million of ingyr, } manas 
ance; $1.50 for each $1,000 of the next { pany 
$200 million of insuarnce; $1.25 for each | n0tce 
$1,000 of the next $9 billion of insurange. om 
$1 for each $1,000 of insurance in excegg | os 
of $10 billion; oat ~ 

(c) $5 for each $1,000 of death claims | SUC 
ae series the year on life insuranee ancy 
policies; 

(d) $2.50 for each $1,000 of reserye provid 
maintained at the end of the year fop | he 
policy or annuity proceeds that haye | whet 
been left with the company under op. | $907 
tional settlements; an 

(e) $15 for each $1,000 of reserve main. | 7Vi5 
tained at the end of the year for disabjj. tion ae 
ity claims which have ben incurred; law, 

(f) the amount of the agency expenge ioe ® : 
limit prescribed by subsection two of | &° 8 


section 303. 

38. Except as otherwise provided ip 
this article, no company issuing particj. 
pating policies or participating annuity 
contracts in this state shall incur in any 
calendar year general exppenses for the 
calendar year immediately preceding, ex. 
ceed the sum of its general expense 
limits for such two years, sSiving effect (Cc 
to the adjustments, if any, under section 
305; provided that its general expenses 
and its general expense limit for any 
caelndar year before 1952 or for any 
calendar year in which it was not author. | were cr 


ized during any part thereof to issue | ynfortu 
participating policies or participating itt 
annuity contracts in this state shall be permitti 
disregarded. with $2: 
$305. Procedure When Company plus. ! 
Exceeds Limitations the last 
1. If in any calendar year a company personn 
exceeds its limitation on agency expenses |. ular 
prescribed by section 303 or its limita. popu 
tion on general expenses prescribed by dressing 
section 304, the superintendent,’ upon | writers 
written application of such mompany ig licensing 
being properly and economically cop. | !¢" 
ducted, may in his discretion either: solicit at 
(a) permit such company to adjust |} On A 
its agency expense limit or its genera] 25 don 
expense limit or both as prescribed in | **’. 
subsections two or three, or asking 1 
(b) waive the amount by which its J and wh: 
expenses exceed its corresponding limit the total 
in the first year of any period of two 
consecutive calendar years, or panies h 
(c) suspend the limitation on either [purpose 
agency expenses or general expenses or husiness 
both if h is satisfied that the company 
has taken steps which will nable it to [Was wri 
comply with the limitations of such sec- | camp. 
tions and all other requirements of this Mr. B 
article during the next calendar year; ¥ 
but no such suspension shall be granted | meeting 
to any one company for more than two | the 30-40 
calendar years in succession. and outl: 
In any calendar year a company’s |* 
adjusted agency expense limit shall be |give then 


the amount obtained by multiplying J. M 
such company’s agency expense limit for 
the current year under section 303 by 
100% plus the excess over 75%, if any, 
of the ratio, expressed as a percentage, 
obtained by dividing (a) by (b) next 
following: (a) ‘the aggregate agency 
expenses for the current year of all com- 
panies which shall have issued policies {companie: 
or annuity contracts in this state both be permit 
in the current year and in the year 1951; | P 
(b) the corresponding aggregate agency }war claus: 
expense limits for the current year of] Mr, Bu 
all companies specified in (a). ving an 
3. In any calendar year a company’s F’. g 
adjusted general expense limit shall be suits, Bu 
the amount obtained by multiplying such ftp help 1 
company’s general expense limit under ecisions 
section 304 for the current year by 100% 
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plus the excess over 75%, if any, of the} Mr. Day 
ratio, expressed as a percentage, obtained [the questi 
by dividing (a) by (b) next following: s required 
(a) the aggregate general expenses for eq 

the current year of all companies which lative co 
shall have issued participating policies fin certain 
or participating annuity contracts in this want a un 


state both in the current year and in 
the year 1951; (b) the correspondin 
aggregate general expense limits for 
current year of all companies spec 
in (a). 
$306. Compensation for Agency Fin 
Managers : 
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1] not exceed in commuted value 2% 
of the commuted value of the future 

miums and stipulated payments for 
fourteen years after the first year of 
such policies and contracts. 

3, The limitations prescribed by sub- 
section two shall not restrict payment 
of security benefits. 

4, Contracts for service as an agency 
manager Shall be terminable by the com- 
pany either at will or upon reasonable 

ice. 
m0 0 company shall make any loan 
or advance to an agency manager with- 
out taking adequate collateral security. 
such security may be first year commis- 
sions earned or to be earned by _ the 
agency manager or other commissions, 
provided such commisions are payable 
to the agency manager regardless of 
whether his active service continues. 

907. Penalty ; : 

Any person who wilfully violates a 
provision of this article shall, in addi- 
tion to all other penalties provided by 
jaw, be liable to the people of this state 
for a penalty not to exceed $1,000 for 
each such violation. 


NAIC. Considers 
Military Problems 


(CONTINUED FROM PAGE 6) 











out war clause in the interim. They 
were crossed up by Korea. There is an 
unfortunate law in Texas, he remarked, 
ermitting a life company to be launched 
with $25,000 capital and $12,500 net sur- 
plus. Ten such have been formed in 
the last three years to write military 
personnel. He said he is not the most 
popular man in Texas because in ad- 
dressing Austin Assn. of Life Under- 
writers he recommended requiring the 
licensing of both insurer and agent to 
solicit at army bases. , 

On Aug. 22 he wrote to each of the 
15 domestic life companies in Texas 
asking if they write military business 
and what the percentage of such is to 
the total. He ascertained that 13 com- 
ganies had gone into business for that 
purpose. One company had 99% of its 
business in this class and of that 76% 
was written on one division in one 


camp. 
Mr Butler said he may invite to a 
meeting at Austin representatives from 
the 30-40 military installations in Texas 
and outline the problem to them and 
give them whatever data they desire. 
J. M. Dunaway, counsel of National 
Assn. of Life Underwriters, asked how 
Mr. Butler expected to tell these men 
how to separate the sheep from the 
goats — what standards would he out- 
fine? How can it be determined which 
companies should and which should not 
be permitted to write business without 
war clause? 

Mr. Butler replied that he will avoid 
ving an opinion. He wants no law 
wits, But he will provide information 
to help the army people in reaching 
decisions. 

Mr. Day said the military people raise 
he question that if full state licensing 
s required there will still be small spec- 
lative companies that ‘will be cleared 
in certain places. The U. S. would 
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™Say it’ on Fox River cotton-fiber poper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
++ has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples . . . . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 
Makers of fine papers since 1883. 










_ Mr. Day replied that the present sit- 
uation breeds formation of companies 
that care nothing about their local rep- 
utations and that roam over the coun- 
try. 

E. J. Dirksen of the Illinois depart- 
ment said a specialist in selling army 
business boasted that he could sell 85% 
of the men he could talk to regardless 
of what company he was offering. 

Hammel of Nevada said he got the 
officers of the bases in his state to agree 
not to let an agent on their precincts 
unless he had a state license. This has 
provided temporary relief, but the prob- 
lem is constant due to the change in 
commanding officers from time to time. 

Mr. Day read from a letter applying 
for a brokers license from a man that 
had been specializing on military busi- 
ness. 

“You understand,” the letter said in 
part, “we do not solicit any business 
only on government owned bases. Due 
to fact that some time ago I did write 
some bad checks when drinking in Colo- 
rado and had to pull some time on it 
and still have a parole to do may stop 
my getting license in your state. I want 
to comply with all regualtions of state.” 

At a meeting the next morning of 
the unauthorized insurance committee 
with Southall presiding, it was voted 
to continue the subcommittee and with 
Butler of Texas added as a member. 


N. J. TBD Hike 
Fails to Pass 


Bills that would have increased the 
maximum payments provided by the 
New Jersey temporary disability benefits 
law from $26 to $30 weekly failed to 
pass in the special session of the state 
legislature. A special committee was ap- 
pointed to study the law and report 
back to the legislature during the 1952 
session which convenes next month. 

A bill to increase the allowance for 
the governmental agency administering 
the law from 6% to 8% of state fund 
contributions was passed. This bill be- 
came necessary’ when original estimates 
that the state fund would get to 70% 
of the plans were reversed when private 
carriers, not the state, actually got that 
percentage of the business. The gover- 
nor will probably sign this bill. 


Stowe to Leave L.LA.M.A. 
for Publishing Co. 


William P. Stowe, editor of L.I.- 
A.M.A.’s publications, Managers Maga- 
zine and District 
Management, will 
leave his post in 
January to become 
vice-president and 
director of publica- 
tions of Farns- 
worth Publishing 
Co., and the Note- 
book, Inc., of New 
York City. He will 
direct production 
of several external 
life insurance 
seg sea 

r. Stowe start- 
ed with L.I.A.M.A. Wet Ree 
as staff assistant in 1946 and was suc- 
cessively associate editor and managing 
editor of Managers Magazine. When 
District Management was _ established 
two years ago, he was given the addi- 
tional responsibility of heading this bi- 
monthly publication. He has also been 
a member of the staff of the agency 
management school and has written 
several L.I.A.M.A. booklets, including 
“Prospects for Success,’ and “Let’s 
Look at Life Insurance.” 

Mr. Stowe is a graduate of Dart- 
mouth College and Stanford Univer- 
sity. He was a teacher, newspaper man, 
and member of the U. S. Treasury war 
bond promotion staff before joining 
the air corps in 1942. 

As yet no successor has been picked 
to head the two L.I.A.M.A. publica- 
tions. 
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Buckwheat kakes this month lay in, 
Eat freely of pork and sassage; 

These things kind Heaven givs to us, 
Who in this world works our passage. 


Q. What is the best thing out yet 
for real comfort ? 





Ye Olde Maine Almanac For 1951 
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DIAGNOSIS GIN AND MILK 
RESOLVE - Sell Union Mutual ine i 
Insured Savings Plan rage known as a State of good, hearty 
\Gc 


SLIPPERY - Good time to sell 
Union Mutual Non-CanS& A 


Income Tax Time - review of 
business reveals need for es 
Business Insurance Gs 


SPRING - renewed vitality for 
selling Union Mutual Preferred 
Risk 





Union Mutual Double 
Protection Plan sells easily ~ 


WEDDINGS - Need for 
Family Income - = 


VACATIONS - Retirement” 
Plans provide future vacations 


hand, it’s big enough to invite 






Back to work - ideal Program- 


New Homes ready - Mortgage 
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ming time i; 
SCHOOL AGAIN - sell Union \ Soe wri 
Mutual Juvenile Insurance N X daoueanee qnderwoiveen. 


fare. And Union Mutual, a 
Maine company, has had the 
reputation for more than a 
‘ hundred years for providing 
good fare* for those who work with it. 
Union Mutual is not too big to cooperate 
individually with each of its selected and 
successful representatives for his greater 

‘sales and profits. On theother ===, 
ee EX 

and hold a large and growing ~Q>- 
volume of quality Life and Non-Can 
-; +2 business for the benefit of an: 
} able corps of professional 
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ROLLAND E. IRISH, President 





; A *Our unequalled sales kit includes Pre- 
Retirement protects family ferred Risk, Double Protection, Endow- 
Group and Wholesale make fine ments, Annuities, and Term . . . Sub- 
Xmas gifts for employees Standard, Juvenile, Family Income, and 

Mortgage Retirement . . . plus Non- 
XMAS - Let the season @ cancellable and CommercialS & A... 
be Merrie Group and Wholesale. 
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Sales Ideas and Suggestions 


terview was developed by Lawrence J. will make it possible for him to meet 





NO LOSS HERE 

How Inflation, SS 
Can Be Used to 
Agent's Advantage 


A sales approach that will make infla- 
tion work for the agent was explained 
by Harry Lerner of the Morris agency 
of Prudential in his talk, “Inflation and 
Life Insurance,” at a meeting of Chicago 
Assn. of Life Underwriters. 

As an example of his “inflation” ap- 
proach, Mr. Lerner used an actual case 
involving a married couple in which the 
woman, age 36, had a whole life policy 
paid-up at age 70, with an endowment 
at 65. Her husband, 41, would be 75 
when the policy became paid up. , 

Mr. Lerner asked Mrs. Prospect if 
she wouldn’t agree, considering the cur- 
rent inflationary trend, that her dollar 
was worth only about 40 cents and, fur- 
ther, whether she would not agree that 
the $1,000 of insurance she now owned 





was worth only about $400. 

With these facts agreed upon, he 
pointed out to her that since the value 
of the dollar has shrunk, her husband 
or children would have to get additional 
money elsewhere to pay the balance of 
the final expenses in event of her death. 
At this point Mrs. Prospect learns how 
“for a few pennies a day” she can elim- 
inate the chance of her husband’s wor- 
rying about such bills. 


Would Welcome $500 a Month 


Looking at the brighter side, Mr. 
Lerner pointed out that when she 
reaches 60, her husband, at 65, will begin 
collecting social security. A check at 
this time for $500 each month would 
be very welcome, said Mr. Lerner. He 
added that if prices returned to normal, 
the $500 might be worth $1,500 in pur- 
chasing power. Part of this money, he 
concluded, could be used for payment 
on policies still in force. 

At the same meeting, the transition 
from a routine service call, used to ex- 
plain how a client’s present life insur- 
ance program could be complemented 
by social security, to an actual sales in- 
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Rates—$13 per inch per insertion—I inch minimum. Limit—40 words per inch. Deadline Tuesday 
morning in Chicago office—i75 W. Jackson Blvd. 
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FOR SALE 
Pacific Northwest General Agency Operating in 3 States — 
ACCIDENT — HEALTH — HOSPITALIZATION 
With Over $300,000.00 Premium Income — Terms to Acceptable Party — 
Address J-17, The National Underwriter, 175 W. Jackson Blvd., Chicago 4, Illinois 








ADVERTISING AND SALES 
PROMOTION MANAGER 


A progressive and rapidly growing Life Insur- 
ance Company in the quarter billion dollar 
bracket, needs young man to organize adver- 
tising department and direct sales promotion 
work, 

General knowledge of advertising, sales promo- 
tion and advertising agency procedure essential. 
Excellent opportunity for man with ability and 
initiative. 

Mail complete resume, photo and sala re- 
quirements. Present organization knows of this 
advertisement. 


Address J-18, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Illinois 








UNIT MANAGERS WANTED 


A large Michigan Agency selling low-cost 
Life Insurance exclusively will hire two 
qualified supervisors to head up individual 
sales units in Detroit. If you are a suc- 
cessful life agent under age 35 and can 
show some experience in recruiting and 
fraining, this can be an unusual oppor- 
tunity for you. If you qualify, your salary 
and other remuneration will be very at- 
tractive. For full details, Address J-23, 
The National Underwriter, 175 West Jack- 
son Boulevard, Chicago 4, Illinois. 








HOME OFFICE EXECUTIVE 


Strong actuarial background. Comprehensive 

d Eeond experience in all phases of Home 
ice organization and management in small 
ie ~Compani including drafting manuals 
and contracts (life and A. & H.), underwriting, 
establishing ce systems and procedures, ac- 
counting, annual statements, agency develop- 
ment and sales promotion, training personnel, 
etc. Some group and pension experience. Has 
mature judgement and record successful 
achievement. Can he available after January !. 
Address J-27, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 











ACTUARY 


Associate or Fellow under age 40, preferabl 
with pension experience to head actuarial uni 
in Detroit Office of national pension consulting 
firm. Permanent position, excellent opportunity, 
group insurance and pension benefits. All re- 
plies confidential. Send full particulars of edu- 
cational background, experience, family respon- 
sibility and other pertinent information to 
H-94, The National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, III. 








WANTED: GROUP ADMINISTRATOR— 
HOME OFFICE 


A rapidly growing Midwest company writing all 
forms of group insurance has a position for an 
experienced person to assume administrative 
and underwriting responsibilities of an expand- 
ing group department. 


Our employees know about this opening. In 
applying state your age, experience and back- 
ground. Address J-10, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








POSITION WANTED 


General Manager of Combination Life, Hos- 
pitalization and Accident and Health Company, 
desires to make a change. Lifetime experience 
in both selling and home office work. Age 48, 
married, Christian. Salary and bonus preferred. 
Location unimportant. Future essential. Address 
J-24, The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








OPPORTUNITY 

An_ old, well-established General Agency in 
Chicago requires a qualified man to head up 
its Life Department. Excellent opportunity for 
an alert, ambitious man with wide knowledge 
and experience in the life insurance business. 
Salary and bonus. Write, giving full details to 
Box J-26, The National Underwriter, 175 W. 
Jackson Blyd., Chicago 4, Ill. 














Hateley of the Crowe agency of Metro- 
politan in his talk “The Social Se- 
curity Approach.” 

Mr. Hateley’s prospect already car- 
ried three policies of $10,000, $1,500 and 
$1,000, with other companies. He ad- 
vised Mr. Jones that his new $10,000 
policy could be left with the company 
under interest option—with the right of 
withdrawal—as an emergency fund. He 
set aside the other two policies for final 
expenses. He pointed out that the $100 
a month family income plan purchased 
by Mr. Jones two years ago, when com- 
bined with social security benefits, would 
provide a monthly income of $200 until 
his daughter reached her 18th birthday. 
Mr. Hateley advised that the lump sum 
payable for the family income plan 
could be used to purchase a monthly in- 
come of $40 for Mrs. Jones until she 
reaches 65 and receives her monthly 
social security benefits. 

Moving from the service explanation, 
Mr. Hateley entered his sales interview 
by casually asking Mrs. Jones whether 
or not she thought that with the $200 
she could maintain her standard of liv- 
ing and at the same time educate her 
daughter. He then exploited the ob- 
vious gap in this kind of program by 
suggesting to Mr. and Mrs. Jones that 
they replace partial security with full 
= tad through another family income 
plan. 





THE THREE ‘M’s’ 
Marriage, Mailer, 
Math Used in Prize 
Prospecting Lessons 


How to guarantee a regular flow of 
50 qualified prospects a week was ex- 
plained by J. F. Crofoot, manager for 
Manufacturers Life at Baltimore, in his 
prize-winning technique in the prospect- 
ing contest sponsored by the company’s 
publication, “News Letter.” 

Using the figure 5 in his planning, 
Mr. Crofoot usually averages 10 closing 
interviews weekly, and on that basis, 
can secure 5 new prospects a week. 

He does not arrange for a closing 
interview until he has the names of five 
people previously selected by himself 
and screened so that he can be almost 
certain that his new prospect knows 
all of them. The problem is to qualify 
these five new prospects with his current 
prospect on a favorable basis. 

If Mr. Crofoot’s preliminary contacts 
with his current prospect have been at 
the home, he will select five of the most 
impressive residences in the neighbor- 
hood, and identify their occupants 
through the city directory or the cross- 
index telephone directory. On the other 
hand, where the preliminary contacts 
take place in his prospect’s office, Mr. 
Crofoot explains that it is a simple mat- 
ter to get the names of other men in the 
office, or men in similar types of busi- 
ness. 





New Names Considered 


At the end of the interview, whether 
or not a sale has been made, the five 
new names are brought to the prospect’s 
attention in this manner: 

“Mr. Prospect, I have with me the 
names of five people I would like to 
contact. I believe you know them, so 
before asking you about them I want to 
make sure once again that you have 
been pleased with my services and that 
you also believe that others in circum- 
stances similar to yours might benefit.” 

At this point the name of each new 
prospect is discussed from the stand- 
point of the man’s approximate age, 
income, family situations, etc. Then Mr. 
Crofoot asks the current prospect if he 


M 
Se 


_ 


incre 
the five new prospects on a favorable | caus 
basis, either by a personal introduction} Gr 
letter of introduction or simply a tele. pany 
phone call. The same procedure is fo}. | wher 
lowed with each of the five new prog} paral 
pects. panie 

Another contest winner, W. E. Neg} state! 
of Calgary, Alta., uses a form of dire} —— 
mail to obtain his sales leads. 

Since Mr. Neff is in his 20th year y} Gb 
an agent, he had a self-addressed car} — 
printed featuring the anniversary beloy 
his picture in the upper left corne 
Across the top of the card, mailed ty 
old friends and centers of influence; 
the heading: “Here are the names 9 
some of my friends who are really 
worth knowing. They are doing wel 
and they are the kind of people wit 
whom you would like to do business” 
The names and addresses of the frien 
can be listed in four spaces provided o 
the card, accompanied by the signatuyr 
of the friend who makes the recom. 
mendation. 


Astounding Results 
mends 


According to Mr. Neff, the results in} yestm 
a campaign in which he mailed approx. 1% to 
imately 100 cards to old policyholders | js rec 
were “really astounding.” He explainej} crease 
that the idea could be used on am] the 
anniversary or on any other specid portfo! 
occasion. ments 

Photography has proven to be a} jn recc 
excellent_ medium for prospecting for ency t 
J. F. LoBosco, of Hamilton, Ont. types 

Mr. LoBosco obtains a list of sched. : 
uled weddings from the church and foc | Specifi 
photographers, and attends the weddings} The 
equipped with a movie camera, The} office « 
weding principals are photographed i per $1 
the church before and after the service, $1,000. 

Whenever the wedding story appears $10 bill 
in the local paper, he clips the item} handlin 
and forwards it to the newly marrieds| settlem 
enclosed in his “Your in the News| graded 
folder with a note stating that he was] benefit 
going by the church and happened to} ¢uded. 
take some colored movies which he]  Thes 
would be happy to show them as soon} fystrate 
as they returned from their honeymoon} miyms 

According to Mr. LoBosco, repli} surance 
requesting the movies arrive at his office} paid up 
before he has the opportunity to follow. $1.25 fc 
up. When consenting to show the pit} The . 
tures, he suggests that all members oi} disabilit 





the wedding party be present. tracts a 
Photographs Family Activities hs acti 
on wi 


In addition to the wedding films) compan: 
colored movies of baptisms and othe} pense a 
family activities are used where a hight} ment, ’ 
income father is concerned. Still photo} mended 
of children enlarged from the films expense: 
provide an easy approach for Mr. Lof allowan: 
Bosco. _ | mula as 
_ An example of “process” prospectitg, compani 
in which the agent can trace prospect A 
just as merchandise can be traced from) “V@Tage 
retailer to wholesaler, wholesaler t} An ay 
manufacturer, manufacturer to the perf excessiy: 
son handling raw materials, was giv} inadequa 
by another prize-winner, S. of and raap 
Manchester, England. Using thi} few deat 
method, Mr. Wood has found seve} quent ex 
promising “nests” whose existence, Kf lished co 
says, would otherwise have re in conne 
undetected. Similarly 


through 
Federal L.&C. Tries Juvenile dee c 
Christmas Gift Certificate 


ment opt 
pany sell 
mone su 

Federal L. & C., in a unique bid for 

the juvenile market, has started a cal 
paign to sell juvenile on a Christmas 
gift certificate basis. Company agetls 
have all received promotional and saié 
material to aid them in this drive. Tht 
material includes a two-color brochut M pere 
“How to Make Dreams for Your Ba sa ain 
or Girl Come True” to circularize proj “™Panie: 
pects. With each policy sold goes # _ unde 
engraved gift certificate printed om! 1939 ~e 
good grade of vellum to be given to th up th 5 fe 
child on Christmas morning. € av 
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McLain Reports on 


Security Benefits 


(CONTINUED FROM PAGE 13) 
— 
increase their agency expenses just be- 
cause Of the added limits. 

Growth is essential to a small com- 
pany so that it may reach the point 
where its unit expense rates will be com- 

rable with those of the large com- 
panies, according to the committee’s 
statement. 


a 
GENERAL LIMIT 
as 

The general expense limit in the pro- 
posed new statute covers all expense of 
acompany except agents’ compensation 
security benefit costs; medical and in- 
spection fees; taxes, licenses and fees; 
investment expenses (general invest- 
ment expense is limited to three-tenths 
of 1% of mean invested assets); accrued 
liability payments on account of pension 
lan. The exceptions listed, other than 
that dealing with agents’ compensation, 
vary somewhat in specific detail but not 
in intent from the corresponding provi- 
sions of section 213. 

The proposed revision also recom- 
mends an increase in the limit on in- 
yestment expense from one-quarter to 
1% to three-tenths of 1%. This increase 
is recommended partly because of in- 
creased investment costs arising from 
the resulting changes in investment 
portfolios occasioned by recent develop- 
ments in the investment field; and partly 
in recognition of a greater general tend- 
ency toward experimentation ,with new 
types of investment for life companies. 


Specific Allowances Listed 


The basic allowance for general home 
office expenses is $1 per policy and $1.25 
per $1,000 of insurance in force ($1 per 
$1,000 of insurance in force in excess of 
$10 billion), plus a specific allowance for 
handling death claims, disability claims, 
settlement options and annutities. A 
graded extra allowance largely for the 
benefit of small companies is also in- 
cluded. 

These basic allowances can be il- 
lustrated as the equivalent of 5% of pre- 
miums on regular premium paying in- 
surance according to the statement. On 
paid up insurance the basic allowance is 
$1.25 for each $1,000 of this insurance. 

The specific allowances for death and 
disability claims, supplementary con- 
tracts and annuities are consistent with 
the actual expenses incurred in connec- 
tion with these items by New York 
companies which have made careful ex- 
pense analyses, according to the state- 
ment. The McLain committee recom- 
mended specific allowances for these 
expenses in place of making an average 
allowance for them and a general for- 
mula as being equitable treatment of all 
companies. 


Average Allowance’s Defects 


An average allowance could result in 
excessive limits for some companies and 
inadequate limits for others. A young 
and raapidly growing company has very 
few death claims and, very little conse- 
quent expense while an old, well estab- 
lished company has a substantial expense 
m connection with paying death claims. 
Similarly a company that sells insurance 
through programming is certain to have 
more expense in connection with settle- 
ment options as contrasted with a com- 
pany selling only small policies payable 
in one sum. 

The formulas deescribed in the pro- 
Posed law apply only to ordinary insur- 
ance. Special commission and total com- 
pensation limits are recommended for 
the monthly debit insurance to which 

€ proposed statute would apply. 

here is no reason, according to the 
McLain statement, to believe that the 
companies will use up the larger mar- 
gins under the new law simply because 
ty are available. During the period 
1930-45 few if any of the companies used 
up the available margins for home office 











expenses. However, with the continued 
‘trend toward a higher price level, it may 
be necessary to use some part of the 
additional margin. The factors which 
control home office expenses to a very 
great extent are clerical salaries, rent 
and the cost of equipment and supplies. 
Under present day conditions, the state- 
ment points out, these are largely be- 
yond the control of companies. 


PROVES REASONABLENESS 








The fact that the basic allowance for 
home office expenses in the proposed 
statute of only 5% of premiums gives 
reasonable margins indicate that the 
home offices of life companies doing 
business in New York are now being 
operated economically and there is every 
reason to believe that they will continue 
to be so operated in the future. 

“Life insurance companies should not 
be forced to employ: people at sub- 
standard salaries,” the statement de- 
clared. 

The test of compliance with the 
agency and general expense limits is 
required to be made each year and in- 
cludes not only the expenses and limits 
of the current year but also of the pre- 
ceeding year. Use of two-year periods 
should give more meaningful results and 
should avoid difficulties for a company 
that has unusual and non-recurring ex- 
penses any particular calendar year, the 
statement says. 


Training Allowance Provision 


Mr. McLain in his prepared statement 
called attention to the training allow- 
ance provision of the proposed statute. 
This is over and above the maximum 
legal commission for established agents. 
It embodies a limitation as to the total 
amount of such training allowance and 
requires that the amount be met out of 
the agency expense limit. This limitation 
is either 5% of the agency expense limit 
for the preceeding calendar year or 30% 
of the first year premiums excluding 
single premiums, paid during the calen- 
dar year on business written by such 
agents, whichever is greater. 

It is also provided that no plan of 
thus financing new agents be permitted 
until it has been approved by the insur- 
ance superintendent. Moreover, to make 
sure that this additional allowance is 
used only as the law intends, a new 
agent is defined as one who has not 
been a full-time life agent more than 
six months in the five years immediately 
preceeding commencement of his serv- 
ices with the company as an agent. 


Flexibility for Future Changes 


The McLain committee, in its study 
of the proposed revision, considered it 
essential to provide greater latitude to 
meet changing economic conditions 
without the necessity of frequent amend- 
ments of the statute, as has been the 
case in the past. To achieve this, the 
draft bill provides the superintendent 
with authority to adjust, up to a defined 
maximum, the limits on both agency 
expenses and general expenses of any 
company in need of adjustment in the 
event of a rise in the general price level 
which increases the cost incurred by all 
companies. These limits control those 
expenses which experience has proved 
to be the ones mainly affected by infla- 
tionary influences. 

The proposed law would make it 
somewhat easier for many non-admitted 
companies to enter New York, particu- 
larly those that pay higher first year 
commissions than is now permissible 
under the New York law. Additional 
margins are available to small companies 
for managerial and other agency ex- 
penses, although not for soliciting 
agents’ compensation. 

The specific limitation on commis- 
sions applying only to soliciting agents 
would enable general agency companies 
to establish new agencies on the usuaal 
baasis more easily. The greater emphasis 
placed on volume of business rather 
than on amount of premiums in com- 
puting agency and general expense limits 
affords additional relief to low-premium 


companies, particularly those operating 
on a non-participating basis. Many otf 
the larger companies not now operating 
in New York are in the latter category. 
The law would provide increased flexi- 
bility in arranging agents’ compensation. 

The committee’s statement emphasizes 
that the proposed law would not require 
any company to increase the cost of in- 
surance to the public and even though 
it is possible for most companies to in- 
crease agents’ compensation it does not 
follow that the net result will be an in- 
crease in the cost of insurance, since 
companies are highly competitive and 
there is tremendous pressure on the 
management of each company to keep 
expense rates down. 

“In considering this problem, we must 
always differentiate clearly between the 
absolute amount of expenses and the 
unit expense rates,” the statement points 
out. “It is the latter which affects the 
cost of insurance.” 


Four Elected to L.LA.M.A. 


Caisse Nationale D’Economie, Mont- 
real; Central Standard Life, Chicago; 
Gibraltar Life, Dallas, and Great North- 
west Life, Spokane, have been elected 
to the L.I.A.M.A. 


Progress Made in 
Survey of A. & H. 
Policy Approval 


NEW YORK —.The survey which 
the New York department is making 
for N.A.I.C. on the problem of A. & H. 
policy approval it is hoped can be com- 
pleted in time for the June meeting, © 
William C. Gould of the New York de- 
partment told the N.A.I.C. interstate co- 
Operation committee at its session here 
Tuesday morning. Stone of Nebraska 
presided. 

Mr. Gould said New York representa- 
tives have visited 12 states and have 
questionnaired the others. The task has 
been slowed down because the data fur- 
nished by some states has been incom- 
plete and other states have not respond- 
ed at all. However, most of thé latter 
have indicated an intention to respond. 

Mr. Stone said the purpose of the 
study is to ascertain if the policy ap- 
proval work can be expedited, especially 
in connection with policies that are for 
use in many states and in states that 
have uniform laws. 
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Cost Question Analyzed at Sec. 213 Hearing in New York 


(CONTINUED FROM PAGE 1) 





is expected to be heard at the next hear- 
ing, probably to be held after the first 
of the year, after Superintendent 
Bohlinger and his staff have had a 
chance to study the transcript of last 
week’s hearing. 

However, the department is known to 
feel that the proposed change making 
agent’s compensation dependent, for all 
practical purposes, solely on the limits 
specified in his contract will put the 
companies under new and much stronger 
pressure to pay the top amounts per- 
mitted by law. 

Because so many companies have in- 
creased their commission scales in re- 
cent months, some uncertainty has been 
introduced into comparisons between 
present practice and what might be ex- 
pected to result if the proposed changes 
in the New York law should be adopted. 
Consequently the New York depart- 
ment this week queried all New York- 
admitted companies, asking for their 
present compensation scales. 


McKinney Sets the Stage 


Gordon D. McKinney, vice-president 
of Security Mutual Life of Bingham- 
ton, N. Y., and former actuary of Na- 
tional Assn. of Life Underwriters, was 
the first witness. He appeared at the 
committee’s invitation to give it an 
objective account of the present law, 
the proposed law and the changes that 
might be expected to result. He sub- 
mitted a copy of his presentation in 
advance to the Condon committee and 
it was reported at some length in last 
week’s issue. 

Though obviously reluctant to hazard 
a guess on something so important and 
so elusive, President James A McLain 
of Guardian Life, chairman of the Life 
Insurance Assn. of America and Amer- 
ican Life Convention joint committee 
on revision of section 213, said his best 
estimate— which he emphasized could 
be only a guess—was that the cost to 
policyholders might rise as much as 5% 
of one year’s premiums if the proposed 
law went into effect. 


Excludes 5% Provision 


This figure contemplated the inclusion 
of security benefits within the first- 
year commission limits proposed by the 
companies and did not take into con- 
sideration the 5% provision for security 
benefits outside of commissions but 
within the agency expense limits which 
has been proposed by N.A.L.U. and in- 
cluded in the bill introduced by Senator 
Condon last winter at the request of 
N.A.L.U. The companies’ bill does not 
contain the 5% provision. 


Senator Condon asked Mr. McLain 
what he thought the provision for 
training allowances would do to insur- 
ance costs. Mr. McLain said that he 
could not answer but opined that if a 
training program is well worked out 
it will save money instead of costing 
money. 

Asked by Mr. Bleakley if the limits 
in the companies’ bill are sufficient to 
absorb the security benefits desired by 
the agents, Mr. McLain said they were 
not. 


Agents’ Income a Mystery 


Mr. Bleakley expressed some sur- 
prise that though the companies’ com- 
mittee has been at work on the section 
213 revision since 1948 it has been un- 
able to find out how much agents were 
being paid 10 years ago. Mr. McLain 
pointed out, however, that his commit- 
tee’s agency subcommittee had delved 
earnestly into this matter but had had 
to conclude that there were no figures 
available that would stand scrutiny and 
no clear way to find out what an agent’s 
costs are. Mr. McLain mentioned the 
various sources of income that an agent 
may have, including surplus writings, 
that make it impossible to pin down 
figures that are worth anything. : 

Senator Friedman at this point said 
that Mr. McLain’s explanations were 
very impressive and without hearing the 
insurance superintendent it seemed as if 
there has been increases in expenses 
and that the smaller companies need 
some help. Friedman, however, still 
wanted to know how much the pro- 
posed changes could cost at the maxi- 
mum or might reasonably be expected 
to cost. 


PRICE RIVALRY 


Mr. McLain responded by calling at- 
tention to the remarkable record of the 
companies in holding down costs and 
said that “I think you can trust the 
life insurance companies to pass along 
to the policyholder as little of the in- 
crease as possible.” He remarked that 
companies have to restrict what they do 
in raising costs or they will price them- 
selves out of the market. 

Friedman, however, remarked that 
when a policyholder pays “more than 
he should” for insurance and hopes to 
get it back in dividends, “we have got 
to be a little bit careful when we are 
talking about figures in the $70 million 
increase range.” This was another ref- 
erence to the maximum increase figures 
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cited in the World-Telegram article. 

Mr. Bleakley asked Mr. McLain if his 
committee had any figures to show the 
cost of insurance among New York- 
admitted companies as compared with 
non-admitted companies. Mr. McLain 
said he hadn’t and Mr. Bleakley asked 
him to obtain them. 

This concluded Mr. McLain’s presen- 
tation. His formal statement is sum- 
marized elsewhere in this issue. 


E. J. Moorhead Speaks 


E. J. Moorhead, executive vice-presi- 
dent of United States Life, spoke for 
the relief that would be afforded the 
smaller companies by the proposed re- 
vision. Asked by the committee for a 
definition of what a smaller company 
is, he said that probably $500 million 
in force could be regarded as the line 
between a small and medium sized com- 
pany. He endorsed the work of the 
McLain committee and said the smaller 
companies are extremely indebted to it. 
He pointed out that the smaller com- 
panies had only one representative on 
the committee. ; 

Asked ‘by Senator Friedman how 
much the changes, would probably cost 
the insurance buyers, Mr. Moorhead 
said that as far as U. S. Life’s policy- 
holders in the United States are con- 
cerned, the changes would add nothing 
to the cost for present policyholders, 
since policyholders are on a non-partici- 
pating basis. As for future policyhold- 
ers, he said that he would also answer 
“nothing,” “but less categorically,’ an 
answer that got quite a laugh. 

Must Keep in Line 

He pointed out that being in competi- 
tion with large guaranteed cost com- 
panies, U. S. Life must stay closely in 
line if it is to compete. Hence, no 
great increase need be expected even if 
the law goes through. The main effect 
would be to give the company some 
relief from the so-called “inside limit.” 
He said that “what we are particularly 
interested in is the type of law rather 
than in an increase.” The smaller com- 
panies want to be able to give the gen- 
eral agent the fruits of his efficiency 
and to get away from the type of polic- 
ing that is currently involved in con- 
nection with vouchered expenses and 
that often causes an unhappy relation- 


ship. 

Richard C. Guest, vice-president of 
the Massachusetts Mutual, speaking as 
a representative of a general agency 
company, heartily endorsed the plan to 
remove the tie-up between the general 
agent’s commission and the agent’s. 
He said it had cost a lot of “confu- 
sion and heartache.” The present law, 
he pointed out, makes it extremely dif- 
ficult to get a man to take on a general 
agency on the traditional basis because 
he has to go into debt, as a rule, and 
then has to repay the debt off the top 
income in his tax bracket. It is not 
good business that every time a com- 
pany appoints a man as general agent 
he should have to go into debt, Mr. 
Guest said. 





BOOSTS INEVITABLE 





Changes in compensation would be 
made even if there were no talk of re- 
vising section 213 said Mr. Guest, al- 
though he said there is no doubt that 
the discussion has intensified the interest 
in changing the section. 

Senator Friedman asked Mr. Guest 
what he thought the proposed changes 
would cost insurance buyers. Mr. Guest 
said that he felt there would be some 
increase in agents’ compensation and 
that some of it would be offset by 
greater efficiency and economy in other 
directions, although he didn’t expect all 
of the increase to be offset. Senator 
Friedman said he would like to be in 
a position to answer such figures as the 
$70 million maximum increase figure 
cited in the World-Telegram article. 


Mr. Guest said he felt the latter figuy 
Was grossly misrepresentative of prob. a 


able increases in cost. He said tha 

Massachusetts .Mutual believes som, alres 

increases in agents’ compensation agg be 
ry 


ahead but that it has room in the Present 
law and is interested in a change Ir 
so much because of the level of the limj, | 
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Calls $70 Million “Baiting” it cOl 


Senator Condon expressed agree 
with Mr, Guest's opinion of the Wort | @% 
Telegram’s $70 million figure as being 2 | Offse 
gross overstatement. 

“I feel that that was just a figuy As 
thrown out by somebody with a griey. 
ance,” said Condon. 

“You mean they are trying to pai 
us a little?” asked Mr. Guest. 

“Yes,” answered Senator 
“that’s what I mean.” 

M. Albert Linton, president of Proyj. 
dent Mutual Life and a member of th 
McLain committee, took issue with th 
idea that the 3% service commission; 
payable after the 15th year could 
regarded as vested or that they could 
paid to anyone a manager wanted to 
pay them to. He said the law specifig 
that the 3% is a collection or service fy 
and that it is “as clear as dayligh? 
that this implies the personal preseng 
of the agent. 


Calls 100.7 Incorrect 
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rect the concept that a company can pay| small 
100.7% of one year’s premium as the change 
maximum under the present law. He} hecaus 
cited a hypothetical agency down to it 
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the agent’s policyholders. There woul ae 

from 
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non-vested they have a present value 0 week’s i 
only 2.8% of one year’s premium. Thi : 
added to the 90.1 figure brings the per} be limite 
missible maximum under section 213 tt applied 
only 92.9%. Hence, the increase in thf Consider 
permissible maximum resulting from} Managen 
the enactment of the proposed artic] “Don’t 
IX-F, which would provide a top 
97.2, would be 4.3% of one annual prt 
mium. 

This would be about $1.35 on an a 
erage premium of $30. Spread over tht 
life of a policy, it would be equivalet! 
to 10 to 15 cents per $1,000 per yt 
resulting from permissible increases # 
the rate to the soliciting agent. 

Mr. Linton said that a five-point i 
crease in the present value of comms n 1] 
sions paid to agents would work out to] Marized ; 
about 15 cents a thousand a year 4a After *; 
tional premium to policyholders. 


Sees 5% as About Maximum 


Mr. Linton said he would be surp 
if the increase would be much more 
5%, as some companies are already 
the top of what they can pay under 
present law. He said it is any 
guess what the situation would be 
the law were changed but he cone 2% of h 
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= 
yr. Linton denied there would be any 
efect on dividends to holders of polices 
giready on the books. Any increased 
costs would be charged against new 
pysiness, though first it would be bor- 
owed from surplus and later recovered 
through lowered dividends on new busi- 
ness, Should that be necessary. __ 

Mr. Linton expressed opposition to 
jettisoning section 213, saying he thought 
it could be amended to achieve the aims 
sought in article IX-F. He agreed that 
there should be training allowances. 


Ofisets to Lower Scales 


Asked if agents of general agency 
companies get less than those of man- 
agerial companies, he said that an agent 
might well figure that the service, help 
and training he gets from a general 
agent might make it worth his while to 
take a little less in commissions. __ 

As for security benefits, Mr. Linton 
said there is some merit in getting them 
out on their own and not loading them 
on the service fees. The service fees, he 
said, should be separate. He said the 
more he heard the matter discussed 
the more he felt they should be sepa- 

d. j 
ow. J. November, 2nd vice-president 
and associate actuary of Equitable So- 
ciety, which he said is about 90% branch 
ofice and 10% general agency, opined 
that the agency and over-all limits 
would be about the same under the pro- 
posed bill as under the present one but 
he was impressed with the number of 
small companies that had asked for a 
change and he felt it should be granted 
because competition is a good thing. 


For Separating Limits 

He spoke emphatically for the sepa- 
ration of agent compensation limits 
fom other limits and said that over- 
lapping limits have been found to be 
mhealthy, for agents sometimes feel 
that they are not getting more than they 
do because the company is spending 
money on other phases of its work. 

Mr. November said he realized that 
the change might produce an increase in 
cost beyond the present law but only a 
modest difference at the most. He 
called attention to the growing national 
consciousness regarding security bene- 
fits and observed that the present limits 
could not have contemplated costs for 
security benefits. Besides that, the trend 
in living costs is up and the law should 
be one that permits adjustments. 
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week’s issue, said in answer to a ques- 
tion by Friedman that controls should 
be limited to over-all controls and not 
applied to the various “pigeon-holes.” 
Considerable discretion should be left to 
management, he said. 

“Don’t you think that would lead to 
extravagance?” asked Friedman. 

‘You must remember that this is a 
competitive business,” said Mr. Menge. 

The National Assn. of Life Under- 
Writers’ presentation had Spencer L. 


valet] McCarty, Provident Mutual, Albany, as 


lead-off man. He is chairman of the 
N.A.L.U. committee on agents’ compen- 
sation and executive secretary of the 
New York State Life Underwriters 
Assn. The N.A.L.U. brief was sum- 
marized in last week’s issue. 

After’a brief introductory talk, Mr. 
McCarty called Henry Peirce, Massa- 
chusetts Mutual, Indianapolis, past 
President of the Indiana Life Underwrit- 
ets Assn., to testify on the effect of the 
tise in living costs and business ex- 
ii on the net income of a career 

ent. 


}Expenses 40% of Gross Income 


Mr. Peirce said that his expenses were 
22% of his gross income in 1941 but in 
1950 they amounted to 40%. He also 
Save an example of how an agent today 
8 expected to serve his orphan policy- 
holders, often with little chance of any- 


thing but a “thank-you” as his reward. 
He said that the agents must have relief 
if they are to maintain their dignity 
and any semblance of professional 
status. 

The committee asked to see Mr. 
Mr. Peirce’s income figures, which he 
did not disclose in his testimony, and 
then Senator Friedman indicated that 
he was more interested in the troubles 
of the lower-income strata of agents 
than of those in Mr. Peirce’s income 
bracket. 

B. N. Woodson, managing director of 
N.A.L.U., said that the agents are “ask- 
ing the boss for a raise,” that the agents 
feel they have earned a raise and have 
got to get legislation that will permit it. 

Mr. Woodson emphasized that the 
pending measure is a compromise be- 
tween what the more liberal and the 
more conservative members of N.A.L.U. 
wanted. 


Interests Out of Balance 


Mr. Woodson said the association is 
fully aware that the interest of the pol- 
icyholder is paramount but under the 
present law the interests of the policy- 
holder and the agent have gotten out of 
balance, which the proposed measure 
would restore. 

Mr. Woodson said that N.A.L.U.’s 
estimate of the probable increase in 
commissions to agents was 5% of one 
annual premium, including the security 
benefits provision in the bill introduced 
at N.A.L.U.’s request earlier this year. 
He said that one reason for this 5% 
figure was that N.A.L.U. values the 
present law as producing a somewhat 
higher maximum than some others 
have done. 

Mr. Woodson said that N.A.L.U. rec- 
ognizes that the changes could cost the 
policyholders eventually as much as $25 
million a year countrywide and $3 to 
$414 million in New York state but that 
such an increase was no more than rea- 
sonable and it might be far lower than 
that, anyway. He made the point that 
this is only about $250 to $300 a year 
for each agent and will not be that much 
immediately, as the agent will have to 
wait a good many years to get the full 
increase. 


WHY ONLY THE AGENT? 








“Why should life insurance of all 
commodities be bound to a rate of 20 
years ago?” he asked. He cited in- 
creases in the cost of milk that in a 
single jump added $23 million to milk 
costs in. the New York metropolitan 
area alone. He emphasized that milk 
drivers are not limited by New York 
law to the same reward per bottle that 


they got 20 years ago. 

Mr. Woodson said that the increase 
in agents’ compensation should be sub- 
stantially less than $25 million a year 
because it would bring about economies 
and efficiency not possible at present. 
He pointed out that it is sometimes pos- 
sible to increase certain costs or intro- 


- duce new costs and still bring about an 


over-all reduction. For example, it is 
now necessary to induct five men in 
order to have one good agent left five 
years later. If it were possible to have 
two men out of five at the end of five 


ter agents would also bring better per- 
sistency, he said, citing figures to show 
the way that persistent business reduces 
acquisition cost. 

Mr. Woodson mentioned the unrest 
among agents at the present law’s re- 
strictions and said that it was greatest 
among agents in states other than New 
York. . 

Valentine Howell, executive vice- 
president and actuary of Prudential and 
a member of the McLain committee, 
asked that the Condon committee con- 
sider the revision of section 213a, which 


deals with industrial insurance, along 


years, that alone might be enough to ms ) 
with the proposed revision of section 


offset the increase in cost, he said. Bet- 

















Are you looking forward to the New Year with ENTHU- 
SIASM? Or do you feel throttled as you face another year 
of limited hopes? 


The Union Labor Life is a home for ENTHUSIASM. For 
the underwriter who enthusiastically seeks a better outlet for 
his efforts—and knows the value of work—an inquiry may 
pay dividends. 


THE UNION LABOR 
Life Insurance Company 


200 East 70th Street 
New York 21, N. Y. 
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MODERN WOODMEN 
LIFE INSURANCE 


Like other Fraternal Societies, Modern Woodmen of America 
provides “extra” benefits in addition to modern life insurance 
protection. These benefits are given to members at no extra cost. 
Outstanding is Modern Woodmen’s Polio Protection Plus whereby 
members automatically receive: immediate payment of $250.00 

















when polio strikes; an additional payment of $250.00 if the attack 
results in crippling after-effects or death. Only Fraternalism could 
possibly offer Modern Woodmen Polio Protection Plus at no extra 
cost. 


(Attractive contracts and choice ferritory for Agents) 


MODERN WOODMEN OF AMERICA 
ROCK ISLAND, ILLINOIS 
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213. Mr. Howell said that the McLain 
committee had devoted most of its time 
to section 213, feeling that once the 
pattern was set it would be a relatively 
simple matter to draft a corresponding 
revision for the industrial business lim- 
its. He stressed the urgency of doing 
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something about section 213a at the 
next session, saying that he wouldn’t be 
surprised if one or more of the large 
industrial-writing companies went over 
their margins in 1952. He said a draft 
had been completed only a few months 
ago and submitted to the insurance de- 
partment. 

Senator Condon wanted to know why 
a copy was not also given to his com- 
mittee at the same time, and Senator 
Friedman got quite a laugh by saying: 
“You see, Mr. Howell, even though we 
have no television we don’t want to be 
ignored; we never know when we might 
be running for president of the city 
council.” 

Irving Abramson, counsel of the In- 
surance and Allied Workers Organizing 
Committee of the CIO, expressed re- 
gret that the Condon committee felt it 
did not have enough time to consider 
section 213a, as he said there is more 
need for revising 213a than 213. He 
said that limitations on the compensa- 
tion of agents are a perversion of the 
original intent of the Armstrong laws, 
which was to prevent extravagance. Mr. 
Abramson stressed the fundamental con- 
flict between the labor laws designed to 
promote collective bargaining and the 
restrictions imposed by section 213a. 

He said that in bargaining confer- 
ences with companies, representatives of 
the latter have said that the union’s de- 
mands were reasonable, that the com- 
pany had the money to pay higher com- 
pensation but that the New York laws 
prohibited it. 

“It is incredible that the laws should 
take one small group in the economy 
and set them aside in an economic 
vacuum,” said Mr. Abramson. 

He questioned the constitutionality of 
a law “that prevents one small group in 
the economy from doing something that 
is absolutely vital to them.” 

Mr. Abramson attacked what he 
called a double standard, pointing out 
that life companies pay market prices 
for everything else they buy except the 
commodity of labor in the field force. 


AFL Man Testifies 


George L. Russ, president of the In- 
surance Agents International Union, 
AFL, said that in his union’s negotia- 
tions with Prudential the company 
stated that it could not grant a substan- 
tial increase without violating the New 
York law. In effect, section 213 is a 
national law even though the United 
States Supreme Court has held insur- 
ance to be interstate commerce, he 
pointed out. It is unfair, and to a Cali- 
fornia agent, for example, incomprehen- 
sible and unjust that he is deprived of 
the benefits of collective bargaining be- 
cause of a New York law. 

“We are no longer dealing with rela- 
tionships and abuses that existed in 1906 
or even in 1940,” he said. 

Asked by Senator Friedman if he be- 
lieved in an expense limitation, Mr. 
Russ said he favored only an outside 
expense limit. Answering another ques- 
tion, he said that while Prudential fig- 
ures show industrial agents averaging 
about $98 a week, the range goes down 
as low as $60 to $65 a week. 

Other witnesses were ‘Roger Hull, 
executive vice-president of Mutual Life, 
who discussed the effect of training al- 
lowances and agency margins and gen- 
eral expense margins and problems of 
small companies under the proposed 
law, and Douglas Bell, assistant counsel 
of Paul Revere Life, who objected to a 
provision of the proposed law on the 
grounds that it would adversely affect 
life companies that do a large amount 
of A. & H. business in proportion to 
their life business. Their presentations 
are covered elsewhere in this issue. 

B Anderson, vice-president and 
counsel of Connecticut General Life, 
said that his company is being squeezed 
by section 213 through a combination of 
circumstances resulting largely from the 
fact that subsection 5(b) uses in its gen- 
eral expense yardstick the American 
Men Ultimate table of mortality in com- 
puting the so-called loading under the 
subsection. 

This table does not accurately reflect 
current mortality but its use results in 


an unrealistic limit being set for a com- 
pany such as Connecticut General that 
does both a participating and non-par- 
ticipating business in New York and 
which is currently issuing throughout 
the country a relatively small percent- 
age of participating business. It does 
not affect stock companies doing only 
a non-participating business in New 
York because they are specifically ex- 
empted from operation of subsection 5, 
nor does it affect mutual companies or 
those doing a substantial part of their 
new business on the participating plan 
because the margins on the participating 
business are adequate to offset the in- 
adequate margins on the non-partici- 
pating side. 

Mr. Anderson said the proposed com- 
plete revision of section 213 would give 
Connecticut General the necessary re- 
lief because there would be nothing 
equivalent to subsection 5(a) but he 
said that Connecticut General does not 
want to have its status in New York 
after 1952 dependent upon the enact- 
ment of the revision. For that reason 
he asked remedial legislation on an 
emergency basis. 

He indicated that the most desirable 
amendment to section 213 to meet this 
problem would be the complete elimina- 
tion of subsection 5(a) or the exemption 
from the section’s operation of all stock 
life companies. Next best would be an 
amendment stating that a stock life 
company with less than, say, 35 or 40% 
of participating business of current issue 
would be exempted from subsection 5. 





Training Expense 
Necessary—Hull 
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expense limit has been redesigned to 
place it on a more realistic basis, giving 
a smaller margin on renewal business 
than the present law. The net effect is 
that taking the eight largest branch 
office companies, four of them obtain 
a larger margin and four, including Mu- 
tual Life, obtain a substantially smaller 
margin for agency expenses than under 
the present law. The reasons for these 
differences lie in the different rates of 
growth and in the different methods of 
operations of these companies. 

Mr. Hull pointed out that under the 
present law it is possible for a slow- 
growing company to carry an _ ex- 
travagant agency operation without in- 
fringing the limit. At the same time, it 
might be quite difficult for a rapidly 
growing company to comply with the 
limits even though it was operating on 
a perfectly sound basis. 

The general expense limits are also 
out of date, taking the seven large 
branch office companies to which the 
limit applies, five of them would receive 
a larger margin than at present, and 
two, including Mutual, would have a 
substantially smaller margin. In the 
aggregate, for all companies, there would 
ibe an increase in the margin of less 
than 10%. Mr. Hull said he didn’t 
believe this change would result in any 
alteration in the nature of a company’s 
general expenses or its administrative 
procedures. 

Speaking for the relief that the pro- 
posed law would afford the smaller com- 
panies, Mr. Hull said he believes com- 
petition is healthy for the business and 
will result in better service to the pub- 
lic at the lowest possible cost. 

“It is my belief,” he said, “based on 
personal observation in the field, that 
aggregate sales increase as the number 
of companies competing in a given area 
increases. If you have a statute which 
restricts competition you destroy the 
very situation which has made the life 
insurance business what it is today. It 
was not the purpose of the law, as I 
understand it, to prescribe the kind and 
form of compensation, nor the manage- 
ment philosophy under which a company 
will operate. It was the intent of the 
law, I believe, to place an over-all limit 
on agency expenses and on total com- 
pensation.” 


War Death Pool 
Agreement Drafted 
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amount of insurance less the reserve 
In actual practice a company woy|j 
balance its contributions to the pog 
against its claims on the pool and 
would remit or collect only the ng 
amount involved. But for simplicity jt 
may be easier to think of the pool x 
actually receiving the full contributio, 
necessitated by the year’s catastrophe 
deaths and paying out the full amouny 
of claims for which it would be liab, 

Thus, should there be a disaster thy 
would involve claims on the pool Not 
exceeding the maximum contribution of 
$5 per $1,000 of amount at risk, eag 
company would, in effect, contribute j 
prorata share to the pool, based on ng 
amount at risk, and have the right 4 
collect from the pool enough to tak 
care of all its war catastrophe logs« 
defined as claims due to the catastroph, 
less the reserves on the policies jp. 
volved. 

For example, if the pool’s aggregat 
catastrophe losses in a year wer 
equivalent to $4 per $1,000 at risk , 
company with catastrophe losses of ¢ 
per $1,000 at risk would put in $4 anj 
get back $1 for each $1,000 at risk, 4 
company with catastrophe losses of g 
per $1,000 would put in $4 and get bat 
$4, while company C, with $6 of loss 
per $1,000 at risk, would put in $4 an 
get back the full $6. 

In the event losses to the pool shoul 
exceed $5 per $1,000 at risk, the fund 
made available through the full $5 pe 
$1,000 in catastrophe losses would pa 
be prorated among pool members a. 
cording to their catastrophe losses, For 
example, if catastrophe losses aggre. 
gated $6 per $1,000 at risk, each com. 


















$1,000 in loses would pay $5 and col- 
lect $10. 
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be reasonably expected if this type 
employment increases. At the 


Concurrently, operating expenses, swt! 
as wages, rent and the cost of mate 
have gone up substantially. 

It is desirable that any action takes 
to make insurance reserves man 
be uniform among the several stat 
and be applicable to all companies. Mis 
souri by regulation now requires a Ss 
cific contribution toward contingency! 
serves for group A. & H. business wit 
ten by life companies. New York ht 
authority under its law to prescribe mt 
imum premium rates but has not as yt! 
exercised this power. The Missouri 
ing is seemingly applicable only % 
business written in the state, while th 
New York law, if implemented, wou 
have extra-territorial effect. The Mi 
souri ruling is applicable only to ™ 
companies while the New York law! 
applicable to all companies. : 

A trend toward statutory requiremé 
of such reserves has also made its # 
pearance in some states, including M# 
sachusetts and New York. 
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HERE’S YOUR PROSPECT 


He's 35 years old, married and has two children. 


He plans to retire at age 65 and would like to make pro- 
vision for that retirement, now. At the same time he must think 
about providing Life insurance protection for his family while 
they are growing up. 

He is fairly sure that he'll receive a pension upon retire- 
ment, but wonders what will become of his widow in the event 


she outlives him after his retirement. 
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THE TRAVELERS 
INSURANCE COMPANY 


HARTFORD, CONNECTICUT 


Number SPECIMEN 
Insured JOHN DOE 
Contract Date DECEMBER 11,1951 Age 35 
Amount $ 10,000 Premium $ 281.40 Each 
Beneficiary MARY DOE, WIFE 
as stated in appli i i 


Cash Settlement $ 8,150 
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Insurance to Age 65 with Cash Settlement at Maturity 





Se eS = 








$10,000 of Travelers Cash Settlement. 
At age 35 his annual premium will be $281.40. 


Non-Participating 


Year For 30 Full Years 


of the contract. 


For 30 years, his family is protected by $10,000 of Life insurance. 
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At age 65, he can get back every cent he put into premiums, either in a lump sum or 


as a monthly life income. 


Or, he can take $10,000 of Paid-up Life insurance plus $910.00 cash, for the pro- 


tection of his widow in the event of his death after retirement. 


*Rates and values slightly different in Canada. 


The Travelers Cash Settlement Life Contract offers your clients and prospects economical protection 
for both death and dependent old age. You'll find this contract has a genuine appeal to prospects. 


For further details, consult the nearest Travelers Life Manager or General Agent. 


THE TRAVELERS INSURANCE COMPANY © connecticut 











5 igen: WERE a good many places in town where 
you could buy a Christmas tree. The markets 
had them and the florists had them and there was 


a vacant lot down the street where they sold them 
every year. 
But Bob and Mary Travis preferred to drive 


through the snow to the Willard Nursery up in the 
country outside of town. 








An expert in such matters would probably tell 
you that the trees sold at the Willard Nursery 
were no bigger or greener or fuller than the ones 
sold right around the corner. But to Bob and Mary 
Travis, Christmas would not be Christmas with- 
out a Willard tree. 


They would bring it home trailing out of the 
luggage compartment of the car. And when they 


set it up in the living-room and started trimming 
it, they would both say what a lovely tree it was— 
and agree, as they had so many times before, that 
there was nothing like a Willard tree. 


They had said so, now, for over twenty-five 
years. Because it was over twenty-five years since 
Bob Travis had sold his very first life insurance 
policy to Ben Willard. Bob was then just starting 
in as New York Life agent, and Ben was just start- 
ing the nursery up in the country outside of town. 
Bob had pointed out to him how the insurance 
might well serve as the foundation for ease and 
security in the Willards’ later years . . . how the 
Willards might some day look on the nursery as a 
hobby rather than an occupation. 


As time went on, the two men worked out even 
broader plans. And, as time went on, it had been 
fun for Bob Travis to see those plans work out on 
schedule. Now, as a result, the Willards were able 
to take winter vacations down South. And later 
on... 


And that is why you can’t always judge a Christ- 
mas tree by its size or its shape or the greenness 
of its boughs. 


You have to allow a little bit for sentiment. 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 
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